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» MICHIGAN 


SAFETY FURNACE PIPE 


is positively SAFE 





THE SAFETY FEATURES OF THIS PIPE ARE: 


FURNACE PIPE Ready The air chamber between the inner and outer pipe, which 
ofl is always maintained by a perforated spacing collar. 


The shortness of the joints enables the most crooked stack 
to be made without cutting and thus the safety features 
are not destroyed. 


Every joint and piece embraces and fits into the others so 
that a completed stack is as smooth and straight as the 
bore of a gun. See figure at the left. 


It is made from the best bright tin plate by special ma- 
chinery and without rivets or solder. 


MICHIGAN SAFETY FURNACE PIPE 
MAKES WORK EASIER AND PROFITS LARGER 


MICHIGAN SAFETY 
FURNACE PIPE Locked, 


Making Air Tight Jone Drop a postal for our catalog and prices 


MICHIGAN SAFETY FURNACE PIPE COMPANY 


N3-15 East Fort Street, Detroit, Michigan 
Tienes 


(“ees 


~ ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 52 and 53 
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+- The All-Steel Body of 


THE IMPERIAL 


WARM AIR FURNACE 


is rolled from a single steel plate and securely fastened 
by a single row of rivets. The top and bottom are also 
formed from single steel plates and riveted to the cylin- 
der, forming a boiler without any opening or cast iron 
connections. 


The All-Steel Body of IMPERIAL WARM AIR 
FURNACES has less riveted joints than any other steel 
warm air heater. Its heavy construction allows a greater 
heat to be generated without damaging the IMPERIAL 
WARM AIR FURNACE. Its All-Steel construction 
also causes it to radiate heat better than either cast or 
wrought iron warm air heaters. 


Absolutely gas and dust tight. 
No asbestos packing used. 
Furnished either with or without hot blast draft. 


Dealers all over the country are selling more All-Steel 
warm air heaters every day. The reason for this is that 
the superior All-Steel construction of warm air heaters 
is rapidly becoming known to the public. Our illus- 
trated circular will convince you of the excellence of 


IMPERIAL ALL=-STEEL WARM AIR FURNACES. 


Write today for complete information and new illustrated printed matter. 


IMPERIAL FURNACE COMPANY 


MARSHALLTOWN, IOWA 



















HUMIDIFIER 


The result of y2ars of care- 
ful study, making it one of 
the most simple and effec- 
tive ever devised. 


heated. The 


FRONT RANK 
HUMIDIFIER / 


is built for 
durability 
and service. 





“TRADE MARK* 


Write us for 
further information. 





FRONT RANK ,- 








heat generated and is deliv- 
ered to the air after it is [ 





HAYNES-LANGENBERG MFG. CO., St. Louis, Mo. 





Pat. 1913 
Imp. 19:5 
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THE GREATEST HANDICAP under which those en- 
gaged in the warm air heating and ventilating business 
operate is based upon the lack of legal 


Work for requirements covering the installation of 


Ordinance for : : 
Installation Warm air heating apparatus. 


Because of this lack of suitable re- 
quirements, enforced by the municipal 
authorities, it is possible for irresponsi- 
ble, incompetent and dishonest manufacturers and in- 
stallers of warm air heating apparatus to maintain 
themselves in business and thereby seriously injure 
the entire industry, for every poorly made or poorly 
installed warm air heater acts as a handicap and de- 
terrent agency against the development of the warm 
air heating and ventilating field. : 

AMERICAN ARTISAN has for many years advocated 
the doctrine that efficient installation is vital to the 
satisfactory operation of any warm air heater, no 
matter how well made, and it is recognized that due 
to the efforts of the management of this publication 
considerable progress has been made in this regard. 

One of the means by which it is felt that the evil of 
improper installation of warm air heating apparatus 
can best be fought is the drafting, passage and en- 
forcement of suitable installation codes or ordinances 
by the municipal authorities. 

Such codes have been passed in a number of cities, 
the first one being the now famous Omaha Ordinance 
which was put into effect largely through the efficient 
work of John H. Hussie, Chairman of the Warm Air 
Heater Committee of the National Association of 
Sheet Metal Contractors, whose home is in Omaha, 
Nebraska. 

Another similar ordinance was passed some months 
ago by the City Council of Columbus, Ohio. Both of 
these ordinances were published in full by AMERICAN 
ARTISAN on pages 32 and 33 and 37 to 39 respectively 
of the September 11, 1915, and April 29, 1916, issues 
of AMERICAN ARTISAN. 

While in many respects these two ordinances are 
practically identical in their provisions there are cer- 
tain differences in regard to the kind of warm air 
heater stacks, pipes, fittings, capacities, etc., which may 
or may not be of vital importance. 

At the Annual Convention of the National Warm 
Air Heating and Ventilating Association, held June 6, 
1916, in Cleveland, Ohio, a paper prepared by J. M. 
McHenry, Chairman of the Installation Code Com- 
mittee, was read. 

One of the statements made by Mr. McHenry was 
that a basis should be arrived at for a model code 


of Warm Air 
Heating 
Apparatus. 


covering the installation of warm air heating appara- 
tus, such a code to be submitted for passage in the 
law making body of the particular municipality. 

It is being recognized by the health departments of 
many of the large cities that the installation of warm 
air heating apparatus is a matter with which they 
may very properly concern themselves. 

Dr. E. Vernon Hill, who is in charge of the Venti- 
lating Division of the Department of Public Health in 
Chicago, has upon several occasions expressed him- 
self as favoring such an ordinance for Chicago and 
has emphasized the necessity in this connection for in- 
cluding in such an ordinance provisions covering sizes 
and capacities of warm air heaters, pipes, stacks and 
registers with reference to the size and character of 
the building to be heated. 

In this Dr. Hill is in full accordance with Mr. Me- 
Henry, and it would seem that without such a pro- 
vision an ordinance regulating the installation of warm 
air heating apparatus would not be of much value, 
because where most of the trouble comes is in the 
competition by means of using warm air heaters, stacks 
and registers of smaller capacities, and by general 
skimping on the job wherever it is possible without 
letting the customer know that the skimping is being 
done. 

AMERICAN ARTISAN invites manufacturers and in- 
staillers of warm air heating apparatus to discuss this 
important matter through its columns and especially 
urges installers in cities where installation ordinances 
are now in force to tell of the success or failure of 
such ordinances in the actual working out. 








AMERICAN ARTISAN AND HARDWARE REcorD has 
occasions called attention to the benefits 


which accrue directly and indirectly to 


on many 
Cooperation Paging: 
for Foreign Members of trade organizations who 
Trade Under take an active part in the work of their 
Government particular associations. 

Auspices. A very pertinent instance of this kind 
has been furnished within the very recent past in the 
arrangement which has been made by a number of 
the lumber manufacturers’ associations and by which 
it is expected that hundreds of millions of dollars 
worth of finished lumber will be sold to Europe im- 
mediately after the war comes to an end. 

Dr. E. E. Pratt, Chief of the Bureau of Foreign and 
Domestic Commerce, whose excellent work in trade 
extension has been commented on several times by 
AMERICAN ARTISAN AND HARDWARE ReEcorp, a few 
days ago held a conference in Chicago with members 
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of the Federal Trade Commission and with the heads 
of a number of lumber manufacturing concerns at 
which plans were outlined for selling portable frame 
houses in Europe. It was the first time in the his- 
tory of the United States that the Government has 
gone so far in cooperating with manufacturers and 
trade associations to build up business in foreign coun- 
tries. 

It is to be hoped that this will not be the only in- 
stance of such cooperation. In fact, there is good 
reason to expect that the Government will follow this 
up in other lines, because the men who are in charge 
of trade development in the Department of Com- 
merce, from Mr. Redfield, Secretary of Commerce, 
Dr. Pratt, chief of the Bureau of Foreign and Domes- 
tic Commerce, and their subordinates, have shown not 
only that their inclination is toward such cooperation 
but that they are able to find ways and means by which 
to extend such cooperation even under the present 
unsatisfactory laws which are now on the statute 
books governing cooperation among manufacturers 
in the same lines. 

It would seem that the action taken by the lumber 
manufacturers through their trade associations to go 
after foreign business in a cooperative way would 
furnish a good example for manufacturers of hard- 
ware, stoves, sheet metal and kindred lines—not only 
in the foreign field but also right at home, and indica- 
tions are that in the lines mentioned such action will 
be taken in the near future—which is bound to ma- 
terially increase business in these industries. 








THERE ARE MANY who are engaged in trades, such 
as sheet metal workers, plumbers, carpenters, masons, 
etc., and who confuse the term ‘‘voca- 

Se | sional training” with two other terms— 

Education Sar . 

Not Merely Manual training and the teaching of 
Teaching of manipulation of tools. 
Manipulation Manual training is based upon its cul- 
of Tools. tural influence on the pupil and has little 
or nothing to do with teaching him the fundamentals 
of any trade asa trade. Every boy or girl should have 
some sort of manual training while attending school. 

Nor is vocational education limited to the mere 
teaching of manipulation of tools. There are institu- 
tions parading under the name of trade schools which 
limit their activities almost altogether to the teaching 
of how to handle the tools of the various trades. 
Practically no effort is made to instruct pupils attend- 
ing these so-called trade schools in the fundamentals 
of the trade. When they graduate from such a “trade 
school” they may know how to wield a tinsmith’s mal- 
let and how to operate a blow torch, but so far as tech- 
nical knowledge of their trade is concerned, they have 
none and for that reason will not become truly efficient 
mechanics unless later on they acquire this technical 
knowledge. 

It is important that not only the trade in general 
but the public make the proper differentiation between 
these three terms now, when the movement to obtain 
proper facilities in the public schools for vocational 
education is becoming fairly certain of success, so that 
when a Vocational Education Bill is framed as for 
instance in Illinois it will not-confuse these terms and 


that when the bill becomes a law those who have 
worked so hard for vocational education will get what 
they worked for and not some makeshift along the 
line of manual training or mere instruction in tool 
manipulation. 

AMERICAN ARTISAN takes considerable pride in the 
fact that through the efforts of this publication the 
prospects are now fair for the presentation and pas- 
sage of such a bill in the Illinois state legislature during 
the coming session which will provide proper facilities 
for vocational education in the public schools of the 
state. 








{N AN ADDRESS delivered before the National Edu- 
tational Association at its recent annual convention 

Real Thrift 12 New York City, S. W. Straus, the 
Means More well known Chicago banker, outlined 
Than Saving the Thrift Movement in the United 

Money. States, and some of the statements 
which the speaker made are of more than ordinary 
interest. 

One of those was that Probate Court records show 
that out of one hundred men who die, three leave 
estates of over $10,000; fifteen others leave estates 
from $2,000 to $10,000, while eighty-two leave no 
income producing estates at all. While eighteen out 
of every hundred widows are left in more or less com- 
fortable circumstances, forty-seven are obliged to go 
to work and thirty-five are left in absolute want. A 
few of the eighteen—a very small percentage of them 
—have estates which in some measure may entitle 
them to be classed among the well-to-do or rich. 

Such a condition in a country like the United States, 
overflowing as it is with opportunities to make money, 
is really a very bad reflection upon the public state of 
mind with regard to Thrift. 

Thrift in its true sense has very little to do with 
the ability to earn money. There are thousands of 
men who are good money makers and are classed 
among those who are referred to as good providers, 
but a very large proportion of these men spend all 
they earn or make, without any regard to the “rainy 
day.” 

One of the reasons for this may be found in the 
very fact that opportunities for making money are 
sO many and apparently easy in this country, but 
when the records are examined we find that with all 
these opportunities only those who are really thrifty 
are accumulating or laying by funds with which to 
provide for their old age or for those who are de- 
pendent upon them after they pass away. 

The movement which Mr. Straus has been instru- 
mental in starting and in which he has taken such a 
prominent part, has for its purpose that of what he 
calls “Greater Thrift.” 

What is greater thrift? Money saving, as \lr. 
Straus puts it, is but one link in the chain of a perfect 
character; economy is only a strand in the thread of 
thrift. 

The Greater Thrift is mental as well as material 
preparedness, and it is only through the process of 
education that it can be developed. The practice of 
this great virtue must therefore be taught in a posi- 
tive, purposeful manner rather than in a haphazard 
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way, and the logical place to teach these practices is 
the public school—the teachings in the school being, of 
course, carried out in practice in the family.. 

The American of the future must be individually 
prepared. He must be strong in character, he must be 
frugal, he must be sensible: He must be able not only 
to save money but spend money wisely. 

Saving to a very large degree is a negative virtue. 
Spending money wisely is a constructive, positive 
virtue. The miser saves money for the pleasure of 
counting his gold; the wise man spends money for the 
enjoyment and uplift of himself and his family and 
friends. The miser adds nothing to the progress of 
the world, while the man who spends money wisely 
makes conditions better and adds to the wealth of the 
world. 








NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 








According to a story going the rounds, it appears 
that Frank Baackes, Vice-president of the American 
Steel and Wire Company, was responsible for the 
great European war. The Crown Prince approached 
his father, the Kaiser, and asked him to reveal the 
true cause of the war. 

“Was it Nicholas?’ asked the Prince. 

“No, my son,” replied the Kaiser. 

“Was it England?” continued the Prince. 

“No, my boy. I know, but I don’t like to tell you.” 

“But I insist on knowing,” declared the Prince. 
“Was it the assassination of the Archduke Fer- 
dinand?” _ 

“Not that either,” replied the Kaiser. 
member a number of years ago when [frank Baackes 
visited me in Berlin? Well, at that time I showed 
him my big guns, my ammunition plants, my Zeppelins 


“Do you re- 


and all my equipment ready for mobilization. He was 
impressed, and, slapping me on the back, he said, 
‘Great! You can lick the avorld,’ and like a darned 


fool I believed him.” 
* *K * 

Some of the friends of the somewhat portly Vice- 
president of the Hardware Club of Chicago have been 
wondering what makes him such a successful “catcher 
of fishes.” He claims, of course, that it is pure skill, 
but here is what one of his companions on his latest 
fishing trip gives as the reason: 

He has a device with a mirror placed perpendicu- 
larly in the water. In front of it is a pane of plate 
glass at a slant of 45 degrees. The bait is hung be- 
tween the two glasses. As the fish apprgaches the 
glass he sees his image in the looking glass, and, fear- 
ing another fish is after the morsel, speeds up. Strik- 
ing the plate glass he slides up it and lands in a con- 
venient spot in the boat. 

bk 6 

The following is a true story of how the very ex- 
cellent designs of gargoyles were made which “Al” 
Friedley is having produced in the plant lof the 
Friedley-Voshardt Company : 

A certain young man was firmly convinced that his 
facial features were “rather handsome,” although no 
one else shared his opinion. 


One day he was in a street car when a young lady 
with a sketchbook entered and sat opposite him. 

The young fellow stared persistently at her, and 
at last she was forced to bring her own gaze to bear 
upon his unlovely countenance. He grinned and raised 
his hat. 

Then the young lady, acting on an impulse, pro- 
duced her sketchbook and began to portray the flirt’s 
features therein. 

“Very flattering of you, Miss,” said the young man, 
delightedly. 

“Not at all,” retorted the fair artist. 
face as a model for a gargoyle!”’ 


* * >k 


“IT saw your 


“demon- 
made such a success that 


William T. Lindsey, 
strated” the Disston saws, 
he was the recipient of rapid promotions and he is 
now the manager of Henry Disston and Sons’ Branch 
at Vancouver, British Columbia, where he has made 
good, which was only as expected by those who know 
how thoroughly Lindsey does things. 


who for several years 


In the accompanying illustration is shown a sample 
of some of Brother Lindsey’s latest literature which is 
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This is What Bill Lindsey Says About Disston Saws. 


of a somewhat polyglot nature as will be seen from 
the strange marks and characters which by the way 
compose a very well worded Japanese advertisement 
of Disston saws. The heavy upright line to the left 
stands for Henry Disston and Sons, the two bottom 
characters meaning Vancouver, British Columbia. The 
headline is the heavy upright line on the right and 


reads “Take Notice.” 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The Portland Stove Works, Portland, Oregon, will 
build a plant. 

The Thermophore Manufacturing Company, Kala- 
mazoo, Michigan, has been incorporated with $60,000 
capital stock to manufacture gas heaters. It has ac- 
quired a plant and will begin operations at once. The 
incorporators are Harry den Blyker, E. P. Lewis and 
Edwin Desenberg. 





METZNER STOVE REPAIR COMPANY TO 
HAVE NEW THREE STORY BUILDING 
AS HOME. 





The Metzner Stove Repair Company, Kansas City, 
Missouri, is erecting a building 52 by 154 feet, three 
stories high and basement, to take care of their rap- 
idly increasing business. 


+6 
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PATENTS STOVE AND RANGE. 








William Adolph Busiek and Arthur Adam Roesch, 
Belleville, Illinois, have been granted United States 
patent rights, under number 1,196,078, for a stove and 
range described herewith: In a device of the char- 
acter described, a source of heat, an oven base plate, 






































i A) me 

- wwe | 
7 1,196,078 d i. 

a baffle plate, an oven shelf, said source of heat later- 

ally subadjacent said baffle plate positioned at an angle 

to said oven base plate, so that said baffle plate at its 

higher extremity forms a support for said shelf. 





~~ 


STYLES, USEFULNESS AND DURABILITY 
SHOULD CHARACTERIZE FIREPLACE 
FIXTURES. 





In cold and chilly weather the fireplace is generally 
the center of the home, for here it is that the family 
and guests spend hours of comfort and pleasure, sit- 
ting at ease in front of the fire and quietly chatting 
about matters of common interest. Since the comfort 


of the people is the paramount issue, it follows natu- 
rally that careful judgment and good taste should be 
used in the selection of the fireplace furnishings. Style, 
usefulness and durability should characterize every 
article and a combination of these features in the 





proper proportion is said to be found in the fireplace 
fixtures of the Stover Manufacturing and Engine 
Company, Freeport, Illinois. Every design. listed in 
their recent catalog of these fixtures, they state, is a 
conception of their own artists or selected from clder 
patterns that have proven standard and popular, and 
as nearly every one is entirely of iron, or part iron and 
part brass, they afford a large selection and a corre- 
sponding range in prices. Copies of their Catalog 
Number 1590, showing their assortment of andirons, 
fire baskets, fire and spark guards, fire screens, fire- 
place sets, firewood holders, gas logs, dome dampers, 
etc., will be sent upon request, by the Stover Manu fac- 
turing and Engine Company, 719 East Street, Free- 
port, Illinois. 





HOLD TIGHT ON POCKETBOOK WHEN 
SWINDLERS LIKE THIS ONE ATTEMPT 
TO MAKE A TOUCH. 





The old and well known scheme of this ‘“‘confidence 
man” who represents himself as a buyer “tem- 
porarily embarrassed” is so mossgrown that it ought 
to be retired, but the fact is that almost any one falls 
for it when the “touch” is attempted. 

The following letter has been received from a Con- 
necticut manufacturer who was the victim of such a 
swindler. It is published merely for the purpose of 
reminding readers that they may be next in turn and 
thus be on their guard: 

To AMERICAN ARTISAN: 

I recently had an experience with a swindler which 
I think would be valuable information to publish for 
the protection of others. 

A man came into our office recently and introduced 
himself as a member of a firm who is our customer. 


He knew all the members of the firm that I am 
acquainted with and other stove people. He asked me 
when we could ship their recent order which was on 
our files. Convinced me that he was what he repre- 
sented to be. 

At the proper time he confided to me that he had 
gotten into bad company the night before and was 
robbed of all he had and wished to keep the fact 
away from his associates and asked me for a loan of 
twenty dollars which he promised to return at once 
on reaching home. 

I gave him twenty dollars and now find that it must 
be charged to experience. No money was returned. 

I have recently been informed by a business friend 
in Bridgeport that they had the same experience, 
although the man claimed to be a member of a dif- 
ferent firm, and they fell for his story the same 2s f 
did. 

“STUNG.” 

————., Connecticut, September 2, 1916. 
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GAS STOVE GIVES INTENSE HEAT RADIATION 


The efficiency of a stove or any other heating appli- 
ance depends upon the amount of heat it radiates, 
compared with 
the amount of 
fuel consumed. 
Aside from pro- 
ducing _ heating 
appliances that 
(4a Fy . are durably con- 

fms ‘ 

tt structed of high- 
grade materials, 
manufacturers 
seek to embody in 
them the latest 
improvements 
and innovations 
that will spell 
greater efficiency 
and a consequent 
increased __satis- 
faction to the cus- 
tomer. This en- 
deavor to enhance 
the efficiency of 
the stove, range, 
warm air heater 

Ziegler Gas Stove. and the like, is al- 
ways reflected in the construction of the heating and 
radiating surfaces of the appliance, and in the Ziegler 
Gas Stove, shown in the accompanying illustration, an 
intense heat radiation is said to be realized by placing 
the burner at the top of the stove and drawing the heat 
down to the bottom. By this construction, the manu- 
facturers state, a large, efficient radiating surface is 
utilized, thus enabling: the stove to serve its purpose 
with utmost satisfaction to the occupants of the home. 
Further information regarding the construction of the 
Ziegler Gas Stoves, together with price list, can be ob- 
tained from the Ziegler Stove Company, Wichita 
Falls, Texas. 








oo 
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PATENTS GAS BURNER. 


George W. Graves, Cincinnati, Ohio, assignor to 
The Graves Supply Company, Cincinnati, Ohio, has 
procured United States patent rights, under number 
1,196, 230, for a gas burner described in the follow- 
ing: The combination with a gas stove body, com- 
prising a top and a gas tube extending beneath the 

















top increasing in diameter toward its inner end and 
terminating in an upturned portion to form a gas ex- 
pansion chamber, of a burner having a tubular pro- 
jection on its lower side engaging said upturned por- 
tion, and means carried by the upturned portion co- 
Operating with the tubular projection for varying the 
height of the burner relatively to the top of the stove. 


SIMPLEX COMBINATION COAL AND GAS 


RANGE. 


A very handy and highly-efficient combination coal 
and gas range is said to be found in the Simplex 





Simplex Combination Range. 


Combination Range, shown in the accompanying illus- 
tration. This range has six cooking surfaces for gas 
or coal and, according to the manufacturers, the use 
of two burners is said to make available for use these 
six cooking surfaces, a hot oven for baking, and a 
tank for hot water. [from the standpoint of com- 
fort to the housewife, it is said to produce heat in 
winter by using coal and avoid it in summer by using 
gas; furthermore, no removal of parts is necessary 
in changing from gas to coal and the range is always 
ready for use with either fuel. Other advantages 
attributed to the Simplex Combination Range are that 
it has no flue obstruction, and.is a compact two-in-one 


range, requiring only the space of an ordinary coal 
range. Sizes are furnished with 14, 16, 18, 20 and 
22-inch ovens, and further detailed information is 


contained in the descriptive circular, which, together 
with price list, can be obtained from the H. Franke 


Steel Range Company, Cleveland, Ohio. 





TRADEMARK ON STOVES. 


Under serial number 93,966, copyright has been 
The IF. A. Klaine Company, Cincinnati, 
93.966 Ohio, the 


GOOD MEAL ‘3°: 


The Company claims use since August 3, 
The 


granted to 
for 


shown in the ac- 
companying  il- 
lustration. 
1915, and the claim was filed March 20, 
ranges, 


1916. 


particular description of goods is cooking 


stoves and heating stoves using coal or gas as fuel. 
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THE WEEKS HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 
=x = 

The Melton Fountain Mop Company, Worcester, 
Massachusetts, has been incorporated with a capital 
stock of $50,000. 








The Burgess-Norton Manufacturing Company, 
Geneva, Illinois, hardware specialties, is building a 
second addition to its works, §0x120 feet. 

The Triner Sales Company, Chicago, Illinois, has 
been incorporated with a capital stock of $5,000 by 
James M. Triner, Emil F. Smrz and Joseph Jardine 
MacDonald. 

According to the Chicago Tribune of September 
4th, Carl G. Guldager, a hardware dealer at 5530 
sroadway, Chicago, has filed a petition in bankruptcy 
with liabilities of $1,990.75 and assets of $586.35. 








WEDDING BELLS RING OUT FOR DAVID O. 
MACQUARRIE 


Tuesday, September 5th, will be counted as very 
important day in the family history of David O. Mac- 
quarrie, vice-president of the Chicago organization of 
the Corbin Cabinet Lock Company, for on that day 
he took unto himself a wife. 

The entire Hardware Fraternity, in Chicago and 
elsewhere, joins with AMERICAN ARTISAN AND 
HARDWARE ReEcorp in extending heartiest congratula- 
tions upon the happy event. 

Mr. and Mrs. Macquarrie will take ‘their wedding 
trip at the time of the Atlantic City Convention of the 
American Hardware Manufacturers’ Association, Oc- 
tober 17 to 20. 








FORMER ORR & LOCKETT EMPLOYES FORM 
NEW COMPANY 





James Swanson, Otto Pfeffer and J. E. O’Brien, 
former employes of the Orr & Lockett Hardware 
Company of Chicago, have formed a partnership with 
Edwin Michaelis of the Michaelis Hardware Com- 
pany and have opened a downtown office in the Cham- 
ber of Commerce Building to facilitate sales in build- 
ers’ hardware, tools and contractors’ supplies. The 
office is well equipped with complete lines of samples 
and it is planned to make it a convenient purchasing 
department for the big contractors of the Loop sec- 
tion. 

Mr. Swanson was with the Company for twenty- 
five years, while Mr. Pfeffer and Mr. O’Brien were 
with the same firm for fifteen years. They are per- 
sonally acquainted with the architects and contractors 
of Chicago and vicinity and are known as men who 
are thoroughly familiar with the hardware business. 





POP BENNETT KIDNAPPED ON BIRTHDAY 
AND HELD UNTIL SPEECHES OF 
FELICITATION ARE 
MADE. 


That “Pop” Bennett has earned a large number of 
friends in Lorig Beach, California, where he has made 
his home since he left Chicago, and that they think 
as much of him as did the “Hardware Boys” in Chi- 
cago, is evident from an article in the Daily Telegram, 
published August 25th at Long Beach, the day after 
his 65th birthday. 

According to this article, “Pop” had a few moments 
of rather uneasy time, for on the evening of his birth- 
day when he was resting in his peaceful domicile, a 
crowd of masked men clad in linen dusters and wear- 
ing paper bags over their heads, bound and _blind- 
folded him, after which he was placed in an automo- 
bile and driven to the Masonic Temple. Here they 
were joined by another body of men and the party 
finally landed at Alamitos Bay, whereupon “Pop” and 
his captors proceeded to the Clubhouse and _ his 
troubles were over. A huge birthday cake upon which 
were burning 65 candles was standing on a table in 
front of him when he was liberated and around him 
were many of the members of the Shriners’ Club of 
Long Beach, shouting “Many Happy Returns of the 
Day.” 

After refreshments of various sorts had been par- 
taken of, Judge S. H. Underwood made a speech in 
which he called attention to the fact that “Pop” had 
put himself forward too much in various lines of 
activity and that he had “managed to intrench himself 
in altogether too many high offices,” being President 
for life of the Shriners’ Club; President of the Mer- 
chants’ and Manufacturers’ Club; Director of the 
Chamber of Commerce and of “Goodness knows how 
many other organizations.” 

The Judge concluded his remarks, however, by pre- 
senting the birthday guest with a handsome Shrine 
pin made of platinum and set with diamonds. 

Needless to say that “Pop” replied to the speech 
with his wonted emphasis of expression. 


2@-> 
os 


NORTH DAKOTA RETAIL HARDWARE 
DEALERS WILL CONVENE AT FARGO 
FEBRUARY 14 TO 16. 








The Annual Convention of the North Dakota Re- 
tail Hardware Association will be held at Fargo, Ieb- 
ruary 14, 15 and 16, according to a decision of the 
Board of Directors at a meeting a few days ago. C. 
N. Barnes, Grand Forks, is Secretary of the Asso- 
ciation. 


oo 





Many a man who is good has a sad look. 
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HARDWARE SPECIAL FROM CHICAGO TO 
ATLANTIC CITY CONVENTIONS OF 
HARDWARE MANUFACTURERS 
AND WHOLESALERS. 





As usual, arrangements have been made to run a 
special train from Chicago to Atlantic City, New 
Jersey, for the Annual Conventions of the American 
Hardware Manufacturers’ and the National Hard- 
ware Associations, which are to be held there Octo- 
ber 17, 18, 19 and 20. 

The following announcement is made by the Chi- 
cago Transportation Committee, which consists of 
Thomas J. Usher, Chairman; E. R. Swift, R. B. Jones 
and F. E. Sorensen: 

The twenty-second annual Convention of the 
National Hardware Association and The American 
Hardware Manufacturers’ Association will be held 
at Atlantic City, Tuesday, Wednesday, Thursday and 
Friday, October 17, 18, 19 and 20, 1916. 

For the convenience of delegates, visitors and 
friends attending this Convention, arrangements have 
been made to operate from Chicago, as in former 
years, a train known as ‘the “Hardware Special.” 

The line of travel to Atlantic City will be over the 
New York Central Railroad, Chicago to Albany, Hud- 
son River Bay Line Steamer, Albany to New York, 
and Pennsylvania Railroad, New York to Atlantic 
City. 

The trip down the Hudson River on Monday, Octo- 
ber 16th, will afford our members an excellent oppor- 
tunity to get acquainted while viewing the beautiful 
and historical scenery enroute, passing in view of the 
Catskill Mountains, The Palisades, West Point Mili- 
tary Academy, Sing Sing Prison and other notable and 
historical points. 

We extend to you a most cordial invitation to en- 
joy the trip to the Atlantic Seaboard on the “Hard- 
ware Special’ and trust you will accept same. Good 
fellowship and congeniality will prevail, thereby insur- 
ing a most pleasant and comfortable journey. 

A special invitation is extended to members from 
New York and The New England States to join us 
at Albany or New York City for the balance of the 
trip. 

The “Hardware Special” which leaves the LaSalle 
Street’ Station, Chicago, Sunday, October 15th, at 
11:00 A. M., via the New York Central Railroad will 
be an all steel train, an exact counterpart of the 
famous Twentieth Century Limited, consisting of a 
baggage, buffet-library car, standard Pullman sleepers, 
compartment sleepers, compartment observation car 
and two dining cars out of Chicago. 

Schedule of Hardware Specfal. 

The line of travel will be in accordance with the 

following schedule: 


New York Central Railroad.............. Chicago to Albany 
Hudson River Day Line................ Albany to New York 
Pennsylvania Railroad............ New York to Atlantic City 
Leave Chicago ......... 11:00 A.M. (Central Time) October 15 
Leave Englewood ...... 11:15 A.M. (Central Time) October 15 
Leave Elkhart ......... 1:25 P.M. (Central Time) October 15 
“ave -Toledo .........- 4:15 P.M. (Central Time) October 15 
Leave Cleveland ....... 6:55 P.M. (Central Time) October 15 

Re aR ne 9:00 P.M. (Central Time) October 15 
Leave Buffalo ......... 10:45 P.M. (Eastern Time) October 15 


Arrive Albany ......... 
Leave Albany 
Arrive New York, Des- 
brosses Street 
Leave New York, Des- 
brosses Street 6:30 P.M. (Eastern Time) October 16 
Arrive Atlantic City.... 9:30 P.M. (Eastern Time) October 16 


Personally .Conducted All Expense Tour. 
The Committee have decided this year to make the 
trip on an all expense plan thereby eliminating ex- 


7:30 A.M. (Eastern Time) October 16 
8:30 A.M. (Eastern Time) October 16 


6:00 P.M. (Eastern Time) October 16 


penditures enroute. 

The rates will include transportation from the point 
at which you board the train through to Atlantic City, 
all meals enroute, Pullman accommodations to Albany 
and Parlor Car seat from New York to Atlantic City; 
ample staterooms will be reserved for the ladies on 
board the steamer from Albany to New York. Briefly 
stated, the rates quoted below will include all expenses 
from the time you board the train until you arrive at 
Atlantic City. 


Rate Per Person. 


Cleve- 

Chicago Toledo land Erie Buffalo 
1 in lower berth........ $35.00 $26.40 $24.00 $20.40 $17.45 
2 in lower berth........ 32.75 24.65 22.75° 19.40 16.70 
1 in upper berth........ 34.10 25.70 23.50 20.00 = 17.20 
1 in’ compartment....... 54.00 39.60 34.55 29.30 24.65 
2 in compartment....... 37.00 28.00 25.00 21.40 18.45 
2 in drawing room...... 39.00 29.50 26.00 21.90 18.90 
3 in drawing room...... 36.00 27.25 24.50 20.70 18.00 


Where two persons occupy a lower berth or com- 
partment you will find the rate quoted for each per- 
son; also where two or three people occupy a Drawing 
Room the individual fare is given. 

No reservation will be required east of Albany, as 
same will.be provided for by the Committee. 

The fare from Albany to Atlantic City is $8.50. 

The trip will be in charge of Mr. F. E. Sorensen, 
City Passenger Agent, New York Central Railroad, 
and all checks should be made payable to him ‘at 100 
South Clark Street, Chicago, Illinois. 

Important Information. 

Kindly fill in the enclosed card, stating what reser- 
vation is required on train, how many people in your 
party, names of each and mail same at your earliest 
convenience so that sufficient sleeping cars can be 
ordered. 

Members arriving from the west should purchase 
their transportation to Chicago oniy, transferring 
their baggage to the La Salle Street Station, where 
same is to be re-checked to go forward on the Hard- 
ware Special. 

Special tags will be furnished to be placed on bag- 
gage. 

Be sure and mail checks for your transportation to 


Mr. F. E. Sorensen, 100 South Clark Street, Chicago. 
+o 


TRADEMARK FOR SCOOPS AND SHOVELS. 








The United States Patent Office has granted copy- 
right to Beall Brothers, Alton, Illinois, for the trade- 
mark shown in the accom- 


panying illustration. The par- 

6 LD BUG ticular description of goods 
96.613 is scoops and shovels. The 

serial number is 96,613 and 


the trademark has been used since about February 15, 
1915. The claim was filed July 17, 1916. 
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Quick Turnover More Profitable Than Low Prices 
on Large Quantities for Retail Hardware Dealers 


By Witi1am T. Gormvey, of the Bullard and Gormley Company, Chicago, Illinois. 











In a recent article in Printers’ Ink | was interested 
in an analysis of some of the actual reasons which 
contribute to the failure of 
retailers. The conclusion 
of the writer of this article 
—which ‘so far as I am 
able to judge is made accu- 
rately—is that fully 75 per- 
cent of commercial failures 
are due to the shortcom- 
ings of those in charge 
rather than to causes over 
which these persons had no 
control, such as failure of 





William T. Gormley. 


others, change of conditions, etc. 

One of the shortcomings of the retailers who either 
fail or manage only to make a living is their tendency 
to overbuy, according to this writer, and in this I agree 
thoroughly with him. As a matter of fact, so far as 
I am able to judge much of the discussion which has 
taken place during the last few years in regard to 
buying has concerned itself with one feature of buy- 
ing which is of far less importance than another fea- 
ture of which comparatively little has been heard 
until recently. I refer to the matter of price which 
the retail hardware dealer pays and I am quite certain 
that altogether too much attention and time and 
energy has been given to this feature in comparison 
with the insignificant amount of energy that has been 
spent in educating the retail hardware dealer to avoid 
overbuying. 

I venture to say that among the conspicuous suc- 
cesses in the retail hardware business very few men 
will be found of whom it would be said rightly that 
they have accomplished their success because they 
were “clever buyers” in the sense that they were able 
to buy their merchandise at much lower prices than 
others doing business under similar conditions. Their 
success is based—at least so far as I have been able to 
ascertain—on the fact that they use good judgment 
in their buying but not hunting a quantity price when 
they know that they can not dispose of the stipulated 
quantity within a reasonable time. Their policy is to 
“spread their money’: They buy small quantities. 
They buy frequently. And they push the sales. 

In this manner they are enabled to turn their stock 
much more frequently than the man who is carried 
away by the low price which is offered him if he will 
only buy in quantities. 


By the frequent turnover this retail hardware dealer 
is able to show a larger net profit at the end of the 
year even though his cost price may be’ higher and his 
total sales less than those of the quantity buyer. 

The reason for this is found in the circumstance 
that at no time will the stock of the former be in the 
which is usually referred to as “dead.” His 


condition 


stock is always alive or “liquid’’—it is easy to dis- 
pose of—while in many cases the stock of the quantity 
buyer will contain many items the sales of which at 
any particular season will not be easy to accomplish. 
In other words, the quantity dealer in many cases has 
to spend considerably more energy in the selling of 
his merchandise than the dealer who buys frequently 
and in small quantities. 

And then there is this to consider, that with a lim- 
ited capital the dealer who buys in quantities must 
of necessity at times have his working capital so tied 
up that he cannot take advantage of special offers at 
exceptionally low prices, or that he can not even keep 
his stock of staples and profitable specialties in proper 
condition to fill the demand of the people in his com- 
munity: He loses sales that would have come easy 
and yielded a fair profit if he had only had the mer- 
chandise on hand. 


It is not overdrawing it at all to say that practically 
every store that is overstocked is also understocked. 
In fact, men who are connected with credit depart- 
ments of the large wholesale houses and whose busi- 
ness it is to wind up bankrupt retail hardware stores 
tell me that this is the almost universal condition of 
such stocks: They have too much on hand of some 
items and none at all of many staple lines. 

When the real importance of the relation between 
turnover and net profits is undérstood by the major- 
ity of retail hardware dealers, there will be less talk 
about the difficulty of competing with the mail order 
houses and more time will be spent by them in count- 
ing the net profits of their business. 


Ts4 


Chicago, September 5, 1916. 





LAWN MOWER PATENTED. 


Under serial number 1,196,540 United States pat- 
Walter E. Graham, 
Philadelphia, Penn- 
sylvania, for a lawn 
mower described 
herewith: A master 
lawn mower, a main 
oscillatory beam 
connected with the 
frame of said mow- 
er and auxiliary 0s- 
cillatory beams, and 
continuous laterally 
of said beam and jointed thereto, and a trailer mower 
jointed to each of said auxiliary oscillatory beams. 








1,196,540 
































FEDERAL TRADE COMMISSION THANKS 
AMERICAN ARTISAN AND HARDWARE 
RECORD. 


In the August 19th issue of AMERICAN ARTISAN AND 
HARDWARE ReEcorpD there was published on pages 25 
to 28 an article entitled “Excellent Systeni of Ac- 
counts for Retailers Prepared by Federal Trade Com- 
missions,” and on page 16 of the same issue an edi- 
torial entitled “Government Aid for Small Business,” 
referring to this article, in which a detailed description 
was given of an accounting system for retailers which 
is not only practical but simple in its execution. 


The following letter has been received from the 
Federal Trade Commission in which appreciation is 
expressed of the co-operation rendered the Commis- 
sion by AMERICAN ARTISAN AND HARDWARE REcorRD: 
To AMERICAN ARTISAN AND HARDWARE RECORD: 

In this morning’s mail we received a copy of your 
issue of August 19th, on pages 25 to 28 of which, 
under the caption “Excellent System of Accounts for 
Retailers Proposed by Federal Trade Commission,” 
you have been so courteous as to give such splendid 
notice to the work which the Commission is doing 
along this line. I am sure that Chairman Hurley, who 
is away from the office for a few days, will be pleased 
to know of your splendid co-operation. 


In his personal behalf I want to thank you for the 
fine notice you have regarding Dr. John B. Murphy, 
who was one of Mr. Hurley’s closest friends. 

Again thanking you for your couresty, I am, 

Very truly yours, 
FEDERAL TRADE CoMMISSION, 
By L. L. Bracken, Secretary. 


os 





STORE PAPER FORMS STRONG LINK 
BETWEEN ARPS HARDWARE COMPANY 
AND THEIR CUSTOMERS. 


It isn’t given to every retail hardware dealer to have 
the ability to write editorials, but every one of them 
can tell the story about his stock and the service he 
is in position to render, tell it from man to man, across 
the counter or anywhere—and by using the same ideas 
condensed so as to fit into newspaper or letter adver- 
tising every one of them can produce efficient adver- 
tising. 

When in addition to this, the dealer has the faculty 
of a “flowing pen,” so much the better, for then he 
is more than likely to secure a “reading clientele” 
which will look for his advertisements. 

Ed Arps, who is the head of the Arps Hardware 
Company, Ouray, Colorado, knows how to sell hard- 
ware by word of mouth and also has the ability to 
clothe his thoughts in strikingly chosen expressions 
in written form, the result of which is that the store 
paper published by him under the name of “The Arps 
Right Price Idea-o-graph” is a very unusually ef- 
ficient means of advertising. 

Incidentally, it will be noted from the following 
excerpt from a recent issue of the “Idea-o-graph” that 
Mr. Arps is not afraid of criticism, but that on the 
contrary he encourages “contributions” of that sort, 
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provided the writers have courage enough to sign 
their names: 


Don’t Kncck. 

“Pulling down the character of some one else is not the 
way to build up your own; the ruin of another does not 
mean your building up. To point out an error in another’s 
character is not to prove a corresponding virtue in one’s own. 

“If we decry another for being dishonest, disagreeable, 
extravagant or stupid and expect the hearer to see the corre- 
sponding virtue in himself, we need to learn that this is not 
what the hearer usually sees. Rather, he thinks how unkind 
such talk is and attention is called to failings in the speaker 
which would probably otherwise not have been noticed. 

“Let your chief aim be to make yourself worthy of the 
good opinion of others. Belittling them is a plain acknowl- 
edgment of a conscious fault of your own. 

“The way to win the good opinion of others is to be 
worthy of it. If you are, you will not need to call attention 
to:18;"" 


Mr. Arps’ reply follows: 


Boys or girls, if you send anything to this office be at 
least big enough to sign your name to it, even if you run 
a risk of having a twist put in your tail. 

If the sender would have referred to any particular arti- 
cle I could have given it a proper answer or acknowledged 
my weakness, but there is nothing in the above that fits the 
editor’s shoes, for my character, my errors, my honesty, my 
worthiness or my nobleness are not at stake in advertising 
the spirit, principle and business methods of the Arps Hard- 
ware Company, and the integrity of the firm I am at all times 
willing to defend, fight for, die for or amend. 

I am only an integral part of the concern, trying to 
make it come out in the right end of the horn, and to do that 
I find it necessary to advertise. 

My method of advertising is a form of education gleaned 
in the school of experience. To make people think, laugh and 
act I like to sprinkle salt on the tail of an idea and it some- 
times happens that I supply an overdose and it seems that 
my June number of the Idea-o-Graph had an overdose of 
everything, for compliments and criticisms rained in by the 
bushel. 

I will refrain from telling you all the good things I re- 
ceived, for I was just going to give Jimmy Canavan an order 
for a larger hat but when I got this I decided that I wanted 
a size or two smaller. 

I got one letter requesting in the name of the Lord to 
quit issuing it, that it was rotten, unchristianlike, ungentle- 
manlike, and energies misdirected, and that letter proved the 
fact that Dr. Tilden was about right when he said I would 
be accused of being an ass, a fool, an ignoramus, a schemer, 
insincere, insane and many other things depending upon the 
mental bias of my critics. 

In humble gratitude I will confess that I am just a com- 
mon old sinner. I am not looking for fame, power, great- 
ness, wealth or notoriety. I don’t go to church. I am not 
a society leader or trying to break into it. I know nothing 
about etiquette. I am not in politics or looking for an office. 
I am not masquerading as a Messiah or an example of per- 
fection. I am just a plain, everyday hardware merchant. 
have been thirty years in the business and what I don’t know 
would fill volumes, but I know that advertising is necessary 
so you will get this paper whether you like it or not unless 
you send us a personal request to stop sending it. 


SECURES TRADEMARK ON LIQUID FREEZERS. 





William A. Sexton Company, Incorporated, New 
York City, has se- 
cured copyright on 
the trademark 


shown _ herewith, 
under serial num- 
ber 95,686. The 


particular descrip- 


tion of goods is 


liquid freezers. 
The Company 
claims use since 
October, IQIS, 





and the claim was 


filed June 7, 1916. 


Every clerk who has become a merchant, has had 





initiative. Otherwise he would still be a clerk. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








‘ 


DOUBLE SETTING IN WINDOW DISPLAY OF 
GUNS AND AMMUNITION. 


The illustration herewith shows a window display 
of Guns and Ammunition which was arranged by 
Charles Byford for the Bond Hardware Company, 
Guelph, Ontario, Canada, and was awarded Honor- 
able Mention in AMERICAN ARTISAN AND HARDWARE 
Recorp Window Display Competition. 

The idea in preparing this display was twofold: 
First, to set the hunting fever agoing in the sporis- 
man’s mind, and second, to show him that here he 
could procure the necessary equipment for his hunting 


trip. This plan was admirably developed by a double 











2. To 
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with cartons of the ammunition, shells and cartridges. 
The centerpiece was a tall pyramid of cartons, about 
which were placed several guns, while other guns were 
suspended from the ceiling. A neat piece of work was 
done in the foreground of the floor, where the name 
of the brand of cartridges was speiied out by means 
of small boxes. 

A liberal amount of price cards and picture cards 
was used throughout the window display to enhance its 
attractiveness and according to the proprietors, they 
served their purpose splendidly ; furthermore, the com- 
bination of the two window trims proved a highly 
profitable venture and gave the trimmer the confidence 
to devise other window displays of a similar nature. 








Window Display of Guns and Ammunition Awarded Honorable Mention in AMERICAN ARTISAN and HARDWARE RECORD 


Window Display Competition. 
setting to correspond with the double idea: First, a 
reproduction of a typical woodland, hunting scene, and 
second, an attractive arrangement of guns and ammu- 
nition. 

The left half of the window, arranged to recall to 
the hunter’s mind his former hunting trips, was backed 
by a profusion of small trees and branches, while the 
floor was thickly strewn with leaves. Near the cen- 
ter stood a tent, in front of which a hunter was rep- 
resented as loading his gun. To one side a box with 
various utensils about was set up, and to the left of 
the tent was shown a small camp fire with a pot sus- 
pended above it. Stuffed owls, ducks, squirrels, wild- 
cats and hawks were used to impart realism to the 
scene, and, all in all, a very natural setting was pro- 
duced. 

In the right half of the window, which was sep- 
arated from the hunting scene by a neat arrangement 
of sheli cartons, the height of the window, were dis- 
played various styles of rifles and shotguns, together 





Arranged by Charles Byford for the Bond Hardware Company, Guelph, Ontario, Canada. 


HOUSE EQUIPPED WITH LIGHTNING RODS 
IS SAFEST PLACE DURING A STORM. 


The place of greatest safety during a thunderstorm 
which is ordinarily accessible is a building that 1s 
well-rodded. By ‘“well-rodded” is meant a building 
with lightning rods properly erected and of good me- 
chanical construction, with ability to resist atmos- 
pheric and soil corrosion, and with a large surface 
area in proportion to the volume of metal. These 
characteristics are said to apply quite aptly to the 
star-section galvanized iron rods which have received 
the endorsement of the Bureau of Standards of the 
United States Department of Commerce as offering 
one of the most advantageous systems of protection 
against lightning. The subject is interestingly dealt 
with in a paper issued by the Bureau of Standards, 
copies of which, together with information a}out 
star-section galvanized iron rods, can be obtained 
from the E. A. Foy Company, Cincinnati, Ohio. 


























WINDOW DISPLAY SHOWING LOCKS, KNOBS, 
INSIDE WOOD FINISHES AND 
DECORATIONS TO GOOD 
ADVANTAGE. 


The illustration herewith shows a handsome window 
display of Locks, Knobs, Inside Wood Finishes and 
Decorations that received Honorable Mention in 
AMERICAN ARTISAN AND HARDWARE REcoRD Window 
Display Competition. It was arranged by O. M. 
Weston for the A. M. Holter Hardware Company, 
Helena, Montana. 

In this window display, the background and sides 
were constructed of composition board over which 
thin strips of stained oak were nailed to form rect- 
angular panels. The top row of panels was of a white 
tint with a fancy border, while the row below was in 
a sand finish and displayed various cards calling at- 
tention to the particular brand of hardware and show- 
ing samples of hand painted wall decorations. The 
bottom of the background and side, made of thin 
strips of dark stained wood, contained similar cards 
and other advertising material, while off to the right, 
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The combination of the articles shown made a very 
attractive window display which no doubt appealed 
to the onlooker because of its novelty and beauty. 





NEEDS FOR EFFECTIVE WINDOW DISPLAYS 
BECOMING MORE FULLY REALIZED. 


In our consideration of daily matters we often ar- 
rive at their true appreciation by linking them up with 
conditions of which we have a thorough understand- 
ing. For instance, many a retail hardware dealer ar- 
rives at a true realization of the importance of his 
window display by simply taking into consideration 
the fact that the impression a traveling salesman makes 
upon him is formed to a great extent by the character 
of his display and his manner of showing the various 
items. From this he ‘realizes that the window display 
is his official “Glad-hander”’ that extends a greeting to 
the passerby and that from the appearance of the 
window display alone, many of the prospects decide 
whether or not they care to make a further investiga- 
tion. 

In carrying the comparison a little further, we can 
easily conceive how the onlooker bases his judgment 
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Window Display of Locks, Knobs, Inside Wood Finishes and Decorations. Awarded Honorable Mention in AMERICAN ARTISAN 


AND HARDWARE RECORD Window Display Competition. 
A. M. Holter Hardware Company, 


a large framed picture of an Indian chief with a tepee 
and woods in the background, rested against the wall. 

The center attraction, which was very cleverly ar- 
ranged, consisted cf a small room extending from 
the background to the window glass, from the floor up 
to the top row of panels, and occupying about half 
the width of the window. On the background were 
shown four different wall finishes, properly i!lumi- 
nated by two electric lamps, and at the bottom rested 
two other framed specimens of wall finish between 
which was a large framed announcement “We have 
it, You want it.” The floor of the room was overlaid 
with maple flooring and in the center of this, a small, 
pretty rug was laid, on and about which were dis- 
played mounted glass and metal door knobs, Iccks, 
hinges, etc., supplemented by small advertising cards. 
The sides of the room were formed by two large oak 
doors, each displaying a front door set, and on the 
floor of the window to each side of the room were 
atranged other specimens of mounted knobs and locks. 





Arrangéd by O. M. Weston fer the 
Helena, Montana. 


on the appearance of the window display when we 
take into consideration the fact that the dealer is in- 
fluenced largely in his determination to buy new goods 
by the attractiveness and effectiveness with which 
their merits are presented in the trade paper adver-_ 
tisement, the circular, or the catalog of the manufac- 
turer or jobber. What applies in one case applies in 
the other and hence the progressive retail hardware 
dealer soon realizes the importance of his window dis- 
play as a factor in interesting customers and increas- 
ing sales, and he spends considerable effort and money 
in installing novel, effective exhibits of his different 
lines of hardware and kindred articles. 

To further stimulate the interest in hardware win- 
dow displays and to furnish dealers with ideas which 
may be applied to advantage to their own conditions, 
AMERICAN ARTISAN AND HARDWARE Recorp has for 
years conducted Window Display Competitions and 
another has just been announced, which will close on 
December 15, 1916. 
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As in previous years, $100.00 in cash prizes will be 
awarded for the window displays judged most excel- 
lent and Honorable Mentions to those possessing 
enough novelty and attractiveness to make them pro- 
ductive of real results. Every retail hardware dealer 
is eligible to compete and may send in photographs 
and descriptions of any number of window displays, 
each of which must be of items such as general hard- 
ware, builders’ hardware, tools of all sorts, sporting 
goods, electrical supplies, house furnishings, glass- 
ware, platedware and silverware, cutlery, dairy uten- 
sils, toys, paints, oils, glass, stoves, ranges, warm air 
heaters, sheet metal and kindred articles. Details of 
the award of prizes and the conditions of the competi- 


tion follow herewith: 
Award of Prizes. 


The prizes will be awarded as follows: 

First prize, $50 in cash, for the best photo- 
graph and description received of window display of 
hardware and kindred lines. 


Second prize, $25 in cash, for the photograph and 
description second in excellence. 

Third prize, $15 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10 in cash, for the photograph and 
description fourth in excellence. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than December 
15, 1916. Address all photographs and descriptions 
to AMERICAN ‘ARTISAN AND HarpWARE ReEcorD Win- 
dow Display Competition, 910 South Michigan Ave- 
nue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photc- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 

AMERICAN ARTISAN AND HarpWarE REcorp re- 
serves the right to publish all photographs and de- 
scriptions submitted. 





a 


ORR AND LOCKETT HARDWARE COMPANY’S 
STOCK BEING SOLD AT AUCTION. 





The stock of the Orr and Lockett Hardware Com- 
pany, which is in liquidation, is being closed out by 
auction at their store, 14 West Randolph Street, Chi- 
cago. A considerable number of out-of-town retail 
hardware dealers were in attendance during the week. 
Prices paid are reported to be surprisingly high. 


MEASURING TAPES POPULARIZED BY YEARS 
OF DEPENDABLE SERVICE. 





Dealers who handle articles that have popularized 
their name and established the market through years 
pe of dependable service are 
generally assured satis- 
faction in every sense of 
the word—ready sales, 
pleased customers and a 
good margin of profit. 
This is said to apply to 
the Lufkin Measuring 
Tapes, Rules, etc. One 
Challenge Stee! Measuring Tape. of this wide line, the 
Challenge Steel Measuring Tape, is shown in the ac- 
companying illustration, and like the others of its 
class, is said to embody all the latest improvements 





in markings and case construction. These tapes are, 


carefully graduated by standards supplied to the 
manufacturers by the United States Government and 
have instantaneous readings which greatly facilitate 
their use. The cases are of metal lined hard leather, 
with nickel plated trimmings, and folding flush handle 
opened by pressing a pin on the opposite side. The 
manufacturers guarantee the measurements to be ac- 
curate when the tapes are supported at full length at 
their tension of ten pounds for tapes up to 100 feet 
and twenty pounds for longer tapes. Catalog giving 
full particulars of the tapes, rules, etc., will be sent 
upon request, by the Lufkin Rule Company, Saginaw, 
Michigan. 


EXPERIMENTING WITH DOMESTIC HEMP. 








According ‘to reports from Grand Forks, North 
Dakota, the International Harvester Company is ex- 
perimenting with a crop of 30 acres of native hemp 
this season on its experimental farm west of that 
city. The hemp is said to be thriving and the Inter- 
national representatives are enthusiastic. Machines for 
separating and preparing the fiber, it is said, are to be 
installed, and if everything is successful the inference 
is that native hemp may be used in the manufacture 
of binder twine, to replace sisal. 

If anything were needed to induce a serious attempt 
to use hemp as a substitute for sisal, the present situa- 
tion in Yucatan, and the airtight trust which controls 
the sisal output, would furnish it. Of course the use 
of native hemp for this purpose is not new, as it has 
been used in portions of Indiana, Kentucky and Ohio 
for a number of years; but never to any extent in 
other sections of the country. If the International 
Harvester Company shall be able at once to succeed 
in freeing this country from the scandalous sisal situ- 
ation and to introduce a new and profitable agricul- 
tural industry it will deserve the thanks of the public. 





Pass on the good things, the happy experiences that 
come to you—never the unfortunate things. |’y the 
time we have come to realize our debt of gratitude, 
too often our benefactor has passed away and we cam- 
not repay him. But let us do as he did—pass along 
all the good we can to others. 








—_ et ae’ od So a 














RUBBISH BURNERS A NECESSITY IN EVERY 
COMMUNITY. 


Safety of person and property proclaims the end of 
open bonfires. Such fires, it is declared, have called 
out the fire depart- 
ment and the under- 
taker as frequently 
as other dangerous 
nuisances have and 
for this reason, 
thickly-settled com- 
munities no longer 
tolerate open fires in 
the back yard, alley 
or street for the dis- 
posal of rubbish. 
Hence the property 
owner takes re- 
course to appliances 
such as the Vulcan 
Rubbish Burner, 
shown in the ac- 
companying illustra- 








Vulcan Rubbish Burner. 
tion, which is said to be a reliable incinerator that re- 
quires no watching, and always reduces the com- 
bustible matter to a fine ash because of the strong 
draft formed through the one-half inch perforated 


holes in the body, bottom and cover. The Vulcan 
Rubbish Burner is described as being durably con- 
structed of heavy steel, painted with black stack paint 
and stencilled in red to impart to it an attractive ap- 
pearance. Its utility, according to the manufacturers, 
requires little explanation to make a quick and 
profitable sale, as every store, factory, public building 
or private home can use it to advantage. Rural and 
suburban sections, where fire protection is often in- 
adequate, are also said to be in especial need of such 
equipment. Further details regarding construction, 
sizes, price list, etc., can be obtained from the 
Wheeling Corrugating Company, Wheeling, West Vir- 
ginia. 





NEW CATALOG OF SAWS, KNIVES AND 
FILES FOR ENTERPRISING RETAILERS. 





The new Simonds Catalog for 1916 has just been 
issued. This book, the Company states, is something 
that every enterprising retail hardware dealer needs, 
for in it he will find the right lines of saws, knives 
and files to satisfy every demand of the trade. In 
the catalog are contained much new and interesting 
matter for retailers, a rearrangement of goods and 
prices, especially of hand saws, and details of the 
new lines of saws, knives and files. It is further said 
to show how the Simonds Manufacturing Company 
is keeping to the front with new ideas and the quality 
of its product. Simonds Saws, for example, are 
stated to be famous wherever tools are needed, be- 
cause of their smooth, fast and sharp cutting qualities, 
excellence of temper, spring and hang, and the ability 
to stand hard use while retaining their edge and set. 
Copies of this new Simonds Catalog can be obtained 
upon request, from the Simonds Manufacturing Com- 
pany, Fitchburg, Massachusetts. 
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ASH SIFTER EFFECTS GREAT SAVING IN COAL 


In view of the fact that in the operation of any coal 
burning appliance many. small chunks of coal find 
Teco, ge their way into the 

ashpit, it behooves 
the thrifty house- 
owner to regain as 
much as_ possible 
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of what would 
otherwise be wast- 
ed. The device 
that serves most 
effectively to se- 
cure this coal is a 
serviceable, _ effici- 


ent ash-sifter, such 
that shown in 
the accompanying 
illustration. This 
is the Peerless Ash 
Sifter, which according to the manufacturers, will pay 
for itself in less than a season’s use. It is constructed 
of heavy galvanized iron, takes up little room, and, it 
In its operation, the 


as 


Peerless Ash Sifter. 


is claimed, will last a lifetime. 
ashes and dust are confined to the can below the sifter, 
while the coal is rattled into the bucket at the end. 
The sifter is designed to fit a 19-inch diameter can, 
and, it is stated, may be easily operated by any boy 
or girl. Further details regarding construction of the 
ash sifter and similar articles can be obtained from the 
George W. Diener Manufacturing Company, 401-417 
Monticello Avenue, Chicago. 





THE MAKING OF A REAL SALE. 


In, the well edited and handsomely printed house 
organ of Henry Disston and Sons, Incorporated, the 
well known manufacturers of Disston Phila- 
delphia, which is known as the “Disston Crucible,” 


saws, 


there appeared in a recent issue an article which is 
well worth re-publishing, as it points out an important 
lesson to every one who is in the business of selling, 


as follows: 
The Real Sale. 

The physical transaction of exchanging some article for 
a sum of money is a sale only in the narrowest sense of the 
word. It is a mere introduction. The real sale is the develop- 
ment of a favorable attitude in the mind of the purchaser— 
the conviction that for the purpose he has secured the best 
product to be had at the price. 

This attitude must be the certainty of actual experience, 
with the purchase in actual service. An attractive finish or 
glib argument may suffice to satisfy him that his selection 
will prove wise, but this is the preliminary sale only. When 
he knows that he will buy that same product when the need 
recurs he is sold in the broad sense. 

The superficial sale does not create a customer. Only 
satisfaction with the purchase can do that. And the great, 
progressive businesses of today, established securely on the 
solid foundation’ of customer satisfaction, are the result of 
years of ceaseless effort so to produce their goods as to 
measure up to the high standard that the purchasers are en- 
titled to expect. 


@ 
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Get the luck idea out of your mind. 
But that is not what you are looking 
And there’s no luck 





There is such 
a thing as luck. 
for. What you want is success. 
about that. It’s just as certain as the corn crop to 
those who know how to raise it. 
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AMERICAN COMMERCIAL ATTACHE TO TENNESSEE RETAIL HARDWARE DEALER 


CHINA AND JAPAN WILL TELL OF 
ORIENTAL TRADE CONDITIONS. 


Julean Arnold, American Commercial Attaché, ac- 
credited to the legation at Peking, China, and the em- 
bassy at Tokyo, Japan, has returned to this country 
with a view to informing manufacturers and mer- 
chants concerning trade conditions in the Orient, espe- 
cially as they affect opportunities for the advancement 
of American interests there. Mr. Arnold will spend 
about four months traveling about the country, making 
stops at the principal industrial centers, and will be 
glad not only to address gatherings of business men 
interested in oriental trade and to confer with repre- 
sentatives of the larger manufacturing and exporting 
houses, but also to secure as much information as pos- 
sible regarding the aims and scope of those firms 
actively interested in Far Eastern markets, in order 
that upon his return to Peking he may be better 
equipped to handle the problems relating to the devel- 
opment of Sino-American trade which are referred 
to the office of the Commercial Attaché. 

Mr. Arnold has with him a number of lantern slides 
descriptive of Chinese life and industry, and is pre- 
pared to exhibit these in connection with illustrated 
talks before chambers of commerce or other bodies. 

An itinerary of Mr. Arnold’s tour is now being pre- 
pared, and requests for conferences or addresses 
should be promptly made of the Bureau of Foreign 
and Domestic Commerce, Washington, D. C., or 
through its District Offices. 

The Hardware Club of Chicago has made applica- 
tion to have Mr. Arnold speak at such time as may be 
convenient to him while in Chicago, and has received 
from P. M. LaRose, Commercial Agent in Chicago, 
assurance that arrangements will be made to that ef- 
fect. 





SECURES PATENT FOR WRINGER. 


William H. Voss, Davenport, Iowa, has secured 
United States patent rights for a wringer, under num- 
ber 1,196,317, de- 
scribed in the fol- 
lowing : ee | 
wringer, a pair of 
rolls, a pair of 
standards _opera- 
tively associated 
with the rolls, ten- 
sion means, com- 
prising coil springs 
bearing on the up- 
per roll and mount- 
ed upon said standards, a cross piece connecting said 
standards at their upper ends and adapted to be moved 
downwardly thereon, a pair of blocks slidably mounted 
in said cross piece and adapted to be interposed be- 
tween said cross piece and the upper end of said coil 
springs, and means for simultaneously and instantane- 
ously withdrawing said blocks to release the wringer 
rolls. 
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SHOWS MAN’S INTERDEPENDENCE. 


At the Annual Convention of the Tennessee Retail 
Hardware Association, recently held at Nashville, 
Lem F. Bell, the retiring President, delivered an ad- 
dress which contains many: points of more than ordi- 
nary interest. 


He spoke in part as follows: 


I have always heard that the farmer could live without 
the town. I have heard this so often and so long that it has 
almost become an axiom with me. Indeed, it has not occurred 
to me to question the truthfulness of this statement. 

I have been told by the politicians of the state that so 
great are the resources of Tennessee that a wall might be 
built around her and she could live without her sister states. 
They have told me that the mountains of East Tennessee are 
filled with coal and iron and zinc and marble. They have told 
me of Middle Tennessee’s bluegrass; of her waving fields of 
grain—her phosphate beds and her capital city, known through- 
out the world as the Athens of the South. 

They have told me of West Tennessee’s snowy fields of 
cotton, with her western banks licked and lapped by the waters 
of the mighty Mississippi, and of Crumptown, our greatest 
city. Why, Bob Taylor said even the angels in heaven from 
Tennessee had to be kept chained to keep them from return- 
ing to the Volunteer State. Then, the national statesmen have 
told me that so great are the resources of these United States 
that even if the two oceans were gulfs of fire we could still 
live without the rest of the world. But what did we find? 
We woke up on a “September Morn,” as it were, and found 
the whole of Europe at each others’ throats. There were 
wars and rumors of wars. Nation had risen against nation 
and kingdom against kingdom, and the only reason that we 
are not in that war now is that.we had not been discovered 
(by Columbus) when this Biblical prophecy was made. 

Man Dependent Upon Others. 

We found that potash had risen from $6 per ton on the 
dock at Baltimore to $150 per ton—and why? Because Ger- 
many owned all the potash mines of the world. We found 
that even in my country we had some fifteen million pounds 
of tobacco without a market, because Germany was our only 
buyer. We found we had been shut off from the pyrites 
market of Spain; we found our cotton markets blocked on 
account of the crippled condition of shipping to the export 
trade, which condition almost put our Southland into bank- 
ruptcy. 

What I am trving to say, gentlemen, is that the farmer 
cannot live without the town; that Tennessee cannot live with- 
out her sister states; that the United States cannot live with- 
out the rest of the world. Indeed, I am persuaded that the 
power that made the universe has some function for each and 
every unit to perform. 

This being true, when you go home tell that brother hard- 
ware merchant of yours who isn't here, that he cannot live 
without the rest of us; that no man liveth unto himself; that 
we need him and he needs us. We have an association (I 
hope I may say with pardonable pride) made up of the intel- 
ligence of the commercial interests of Tennessee. We have 
men—and strong men—to carry out a great work, but the ques- 
tion is—will we do it? 

General Apathy Chief Trouble. 

General apathy among our members is our trouble. Some 
hardware merchants have been here and would attend one 
session and go away and say they could see no good in our 
Association. The thing for a merchant to do to get the real 
benefit from this Association is not to attend one session but 
to attend every session during this Convention. I want to say 
to you that if you will come here and mingle and get ac- 
quainted and talk with the brains of the hardware business 
of Tennessee, whether there is ever a question box opened 
or a speech made, if you have any sense you will learn some- 
thing that you didn’t know before you came. Personally, 1m 
this way alone, this Association has keen worth thousands and 
thousands of dollars to me. 


Now, gentlemen, there is one other thing I wish to speak 
about for a moment. You have perhaps been flooded with 
optimistic or prosperity letters from manufacturers and job- 
bers throughout the United States. Did you, as a boy, ever 
try to raise yourself by your boot straps? It can't be cone. 
There was a farmer driving a little mule to a one-horse 
wagon. This little mvle was fairly flying up the road as fast 
as he could go. A man on the side of the road hollo, ed to 
the driver, as he passed. and said. “Running away, aint he? 

: Some- 


The old man replied, “No, durn him, he thinks he is.” 
body may think thev are running away now, in a }u-iness. 


way, but they are like the little mule—they only think they 
are. 

Today it is a condition and not a theory that co: roe 
us. I believe there will be no prosperity until this war will 


: 
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have ended, and then not until things have adjusted them- 
selves. The thing for the merchant to do, especially in the 
tobacco and cotton industries, is to preach small or no crops 
of tobacco and cotton and for the farmers to turn their atten- 
tion to diversified farming, for there are thousands of car- 
loads of soup beans, black-eyed peas, hay, corn and oats 
shipped into this state annually. This ought not to be. Es- 
pecially do I give this advice until hostilities abroad shall 
have ceased, and I am sorry to say that I see only two things 
that make that war nearer to a close than when it began. 
One is they haven’t quite as many men to kill and the other 
is they haven’t quite as much money with which to wage the 
war. 
Credit Too Freely Given. 

I am of the opinion that the war is the greatest thing that 
could have happened to this country, if we can just wait until 
the good times come. It was necessary for just some such 
thing to have happened to bring the American people to their 
senses. We were living too fast. It had made credit too 
cheap. The farmers and others did not wait until they were 
able to buy, but they bought now, because the merchant was 
keen to sell. In my town a merchant would sell a man a $35 
ton of fertilizer on twelve months’ time when he wouldn’t lend 
him $5 in cash. 

But this time is past. We have gone back to the simple 
life where we expect to find happiness and natural prosperity. 


GREAT BRITAIN TAKES COGNIZANCE OF 
AMERICAN EFFORTS TO SECURE 
HARDWARE BUSINESS IN 
FOREIGN COUNTRIES. 





It will be remembered that AMERICAN ARTISAN 
AND HARDWARE REcorD published a complete report 
of the very instructive address delivered by Dr. E. E. 
Pratt, Chief of the Bureau of Foreign and Domestic 
Commerce, at the Annual Convention of the National 
Retail Hardware Association. This report appeared 
on pages 38 to 44 of the June 17th issue. 

This address is made the subject of an editorial 
entitled “Organization in the Hardware Trade,” 
which was published in the July 28th issue of the 
London, England, Hardware Trade Journal, which 
shows that in Great Britain the Government and the 
manufacturers of hardware are fully aware of the 
fact that special effort and carefully directed work 
must be made in order to secure foreign business in 
hardware and, incidentally, the editorial also suggests 
indirectly, of course, that the United States will not 
find it an easy matter to gain and to hold foreign 
trade against the European manufacturers. 


The editorial follows: 
Organization in the Hardware Trade. 


The demand for the complete organization of each trade 
which is voiced in a special article in this issue has a very 
important bearing upon the hardware trade, and we hope to 
see the ideas therein promulgated take practical shape in con- 
nection with that trade. One has only to remember the 
enormous bulk of German hardware manufacturers which 
entered into the trade of this country prior to the outbreak of 
hostilities, to appreciate the fact that a cleArly-cut scheme of 
organization is essential for the after-war period, and the 
need becomes more strongly emphasized from day to day as 
we receive the reports of what our competitors are doing. 

In America the hardware trade on its export side is being 
exploited most methodically. The Bureau of Foreign and 
Domestic Commerce of the United States Department of Com- 
merce is up and doing, and it is “up to us” to “sit up and 
take notice” that their export campaign is starting with hard- 
ware; that emissaries of the Bureau have been purchasing 
samples in London, Paris, The Hague, Petrograd, Peking, 
Melbourne, Santiago, Rio de Janeiro, and Buenos Aires and 
Lima, and have been making careful and detailed investiga- 
tions of the methods of marketing hardware which ob- 
tain in the various centers. 

: Dr. Pratt, Chief of the Bureau, gave the members of the 
National Retail Association in Boston, the other day, a full 
account of the campaign, which makes very instructive read- 
ing. The conclusion reached by the Bureau is that America 
Can compete with European nations in price, and that their 
Manufacturers have been willing, are willing, and will be will- 
ing in the future to manufacture such hardware as may be 


actually necessary to send into foreign markets in order to 
get the business. In noting this conclusion it should be borne 
in mind that it is based upon State co-operation with the 
American hardware trade as a whole. 

Every one of the reports sent in by the United States 
commercial attaches to his Government has emphasized the 
fact that this is the opportunity for the American manufac- 
turer of hardware. This is the time for the American manu- 
facturer to lay the foundations of future trade. Fortified 
with his samples of English-made and other European hard- 
ware, the American organizer has purchased the best com- 
peting article which is made in his own country, and in his 
address the other day Dr. Pratt, with expert assistance, in- 
stituted a detailed comparison of the various items, which, 
we may note en passant, was not always advantageous to our 
own manufacturers. Thus there is an English axe which, ac- 
cording to Dr. Pratt, any American would call a monstrosity. 
There is an English coke shovel which is so small that you 
might think the workmen using it were handling pig-iron; 
and there are some sample hay knives, including one made in 
England and sold in the Argentine, which Dr. Pratt finds 
“hideous.” 

It is small consolation to observe that the German manu- 
facturers are, for the most part, still more severely criticised. 
The point to note is that Americans think they can better the 
tools referred to, both in design and price, and that our 
markets are likely to be severely assailed. American hard- 
ware is clearly out to lick creation, and the Bureau of Do- 
mestic and Foreign Commerce is going to beat the big drum. 

Not much is known of the German plans for the re- 
suscitation of their lost trade, but it is significant that the 
German prisoners of war in this country are devoting them- 
selves to the study of Spanish, with a singleness of purpose 
which may have its sequel by and by in the markets of South 
America. We referred to the organization of the German 
metal trade in a recent issue. So far as engineering is con- 
cerned, their plans are sufficiently indicated by the recent 
amalgamation of the six leading German engineering societies 
“for the purpose of confronting the great new tasks which 
now so urgently require to be co-operatively solved.” The 
German League of Engineering-Economic Associations has 
been formed out of the Society of German Engineers, the 
League of German Architects and Engineers, the Society of 
German Iron-Furnace Men, the Society. of German Chemists, 
the Society of German Electrical Engineers, and the Society 
of Marine Engineers. The new league represents some 60,000 
engineers, and will devote itself quite particularly to promot- 
ing technical education, especially in the direction of stand- 
ardizing it. The league also aims to make itself the principal 
adjunct of State and Municipal authorities in framing laws 
appertaining to engineering and the engineering trades. 

The two instances given will serve to indicate the kind of 
competition which may he anticipated after the war. The or- 
ganization of industry in this country—trade by trade—is a 
matter of pressing urgency. Our chief competitors in the 
world’s markets are already pushing on with national schemes. 
We can only lag behind at the peril of lost markets. 


PATENTS SAFETY 





ATTACHMENT FOR 
WRINGERS. 
William H. George, Fairfield, lowa, assignor to 
The Dexter Company, Fairfield, Iowa, has obtained 
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ment for wring- 
ers described 
herewith: A de- 
vice of the kind 
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bination with a 
wringer frame having end bearing members, a plural- 
ity of rolls journaled at their ends in said bearing 
members, means associated with said bearing members 
for applying tension between said rolls, a normally 
rigid, rectangular collapsible frame mounted on said 
bearing members through which tension may be ap- 
plied to said rolls, and means operating on the ends 
of said frame for collapsing the same. 
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THIRD ANNUAL BABSON CONFERENCE ON 
COOPERATION, SEPTEMBER 13 TO 15. 





The unique annual conferences of progressive busi- 
ness men at Wellesley Hills, Massachusetts, are to 
take place this year on September 13, 14 and 15. The 
third Babson Conference on Cooperation is to be held 
in this beautiful suburb of Boston near Wellesley 
College, where Roger W. Babson has built up his 
famous statistical organization. 

The speakers are practical men of high calibre. Mr. 
N. O. Nelson, of the Nelson Manufacturing Company, 
St. Louis, who has built up a large business under a 
profit sharing plan adopted 27 years ago, is one 
speaker. Others are Edward N. Hurley, Chairman of 
the Federal Trade Commission; Dean S. S. Marquis, 
head of the Educational Department of the Ford 
Motor Company, and other wellknown leaders of mod- 
ern business thought and practice. 

The Conference opens at 2 P. M., September 13th, 
and closes at noon on September 15th. The subjects 
discussed are “Cooperation Between Competing Busi- 
ness Men” (Cooperative Competition), and “Coopera- 
tion Between Employer and Employe” (Profit Shar- 
ing). Further particulars can be obtained from Ernest 
H. Gaunt, Manager, Wellesley Hills, Massachusetts. 


atin 


CHANGES IN FACTORY OFFICIALS OF THE 
AMERICAN STEEL AND WIRE COMPANY. 





Charles R. Putnam, Superintendent of the Wau- 
kegan, Illinois, works of the American Steel & Wire 
Company, and formerly Superintendent of the Amer- 
ican works of the Company, at Cleveland, has been 
transferred as superintendent of the North works, 
Worcester, Massachusetts, to succeed George W. Sells, 
who has been promoted to Assistant Manager of the 
Chicago District of the Company. Mr. Putnam, who 
was injured in an automobile accident, August 13th, 
when his wife was killed, will not assume his new 
duties until he has completely recovered. 


BOOSTING SALES OF MAIL BOXES. 











To assist retail hardware dealers in increasing sales 
of their mail boxes, the Peck Hardware Company, 
Berlin, Wisconsin, have had prepared an attractive 
window sign showing a mail carrier in uniform offer- 
ing the lady of the house one of their City Gem Mail 
Boxes and urging upon her its convenience. These 
signs will be furnished free of charge to retail hard- 
ware dealers who write to the Peck Hardware Com- 
pany, Berlin, Wisconsin. 


= 
oo 





What sort of a bundle or package wrapper are you? 
A neatly wrapped and tied bundle counts for a lot in 
the general impression a customer has of the store. 
Of course, you are in a hurry when you tie bundles; 
we know that, but the habit of neatness is one that 
can be cultivated along with speed. Some of the pack- 
ages that the writer has seen in the hands of patrons 
were a disgrace to any store. A little thing, you say? 
Yes, but an important one. 


— AT 
OBITUARY. 


Clifford E. Speer. 
Clifford E. Speer, Vice-president and General Man- 
ager of the Speer Hardware Company, Fort Smith, 
Arkansas, died suddenly at a hotel in Kansas City, 


Missouri, while enroute home from an automobile 


trip with his wife and several relatives to his large 
ranch at Coal Dale, New Mexico. 

“Cliff,’ as he was known to his multitude of 
friends, was born December 15, 1860, in Corydon, 
Iowa, where his father, William Speer, was in the 
retail business. A few years later the family moved 
to Princeton, Missouri, where the father and his 
brother, David, conducted a bank and a retail hard- 
ware store, William being in charge of the bank and 
David of the store. ; 

After “Cliff” had graduated from Knox College, at 
Galesburg, Illinois, he divided his time between the 
bank and the hardware store, but made up his mind 
to stay in the hardware business, and shortly after 
his marriage to Miss Agnes May, of Princeton, Mis- 
souri, he and his uncle, David Speer, went to Fort 
Smith, Arkansas, and established themselves under 
the name of the Speer Hardware Company in the 
wholesale and retail hardware business, which was 
incorporated in 1894 and discontinued the retail de- 
partment. The Company is recognized as one of the 
important enterprises in that section and has attained 
a sound and large growth under his wise management. 

Mr. Speer in addition to caring for the responsi- 
bilities of his private business occupied prominent of- 
fices in many other companies and institutions. He 
was Director of the Merchants’ National Bank; Vice- 
president of the Arkansas Valley Bank; Treasurer of 
Fort Smith Wagon Company; and a director in many 
other business organizations. As a public benefactor 
he stood high, and few indeed are the worthy subscrip- 
tion lists in many years past that did not bear the 
name of Clifford E. Speer. He was an active worker 
for civic betterment and to him is due a large meas- 
ure of the credit for the progress of this city where 
for nearly thirty years he made his home. 

While possessing the courage of his conviction even 
to bluntness, his qualities of personality and loyalty 
to friends and associates bound closely to him a cir- 
cle of close friends, the most valuable asset of any 
man. 

a 
RETAIL HARDWARE DOINGS. 





lowa. 
Welp and Van Langen, Kamrar, have been succeeded in 
the hardware business by A. F. Schrader. 
Michigan. 2 
Burglars entered the store of the Ionia Hardware Com- 
pany in Jonia recently and carried away stock to the amount 
of several hundred dollars. 
Minnesota. 
Bussman and Hecht, Truman, have sold their hardware 
store to Max Bussman. 
Arthur J. Holmes, Welch, has purchased a hardware store. 
Montana. 
H. B.’Thoreson, Opheim, will engage in the hardware 
business. 


Nebraska. 
B. A. Turner, Verdon, has bought the hardware business 
of W. W. Thaler. 
Wisconsin. , 
Hermanson and Grenlie, Scandinavia, have moved their 


hardware stock to Elderson. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











The members of the Hardware Club of Chicago 
enjoyed a very unusual treat at the Weekly Luncheon 
on Tuesday, September 5th, when they listened to a 
highly interesting talk by the famous Arctic ex- 
plorer, Dr. Frederick A. Cook, who spoke on “The 
North Pole and Its Nearest Inhabitants.” 

It is worthy of note in this connection that the 
dining room was crowded to its utmost capacity, 
nearly eighty members and guests being present. 
Among those present were Charles T. Woodward, 
Carlinville, Illinois, President of the National Retail 
Hardware Association, and Messrs. Hutton and Kirk, 
of Smith, Hutton and Kirk Company, Newcastle, 
Pennsylvania. These gentlemen were in Chicago at- 
tending the auction sale of the Orr and Lockett hard- 
ware stock. 

Dr. Cook opened his address by calling attention to 
the attitude which is taken by some as to the value of 
exploration in Arctic circles. 

“There are those who say that explorers who seek 
the North Pole are searching ‘for something which is 
of no use,” said Dr. Cook. ‘They can see no value 
in knowing the exact spot where the North Pole is 
located, and to a degree they may be right in this, 
but that is not the only object of the Arctic explorer 
and his work has a very important value to you people 
right here in Chicago, for ingtance, because he is clear- 
ing up the unknown conditions which affect the tem- 
perature and other climatic conditions, not only here 
in Chicago, but all over the continent and in Europe 
and Asia as well. 

“It is of real importance and of positive value— 
not only to the scientists but to the general public as 
well—that there should be no mystery about the 
storm centers which are located near the North Pole. 
There must be no ‘blank spots’ on the Globe if we 
are to ascertain with any degree of accuracy why and 
how temperature changes and wind storms are caused. 

“And so the Arctic explorers serve a very useful 
purpose by discovering the topographical outlines of 
the lands and of the seas which surround the North 
Pole and by preparing maps of these outlines, to- 
gether with definite information as to the weather 
conditions in the sections of the Arctic circle which 
they traverse. 

“Let me here call attention to the change which I 
believe is coming in the mode of Arctic exploration 
travels. The great European war has demonstrated 
the thorough practicability of the aeroplane, and it has 
been shown definitely that aeroplanes can travel with- 
out change of apparatus and without extra supplies 
deposited at various places for hundreds of miles. 
Ships approach now regularly and without any trouble 
within seven hundred miles of the North Pole. At 
such a point would be made the first ‘land base.’ 
Three hundred miles further can be made by boat 


towards the North Pole, and at this place would be 
located the second base and supplies would also be 
stored there. From this point it would, according 
to experience, be a comparatively easy matter to 
reach the North Pole in an aeroplane, such as is 
being used effectively for war purposes in Europe, in 
about ten hours. 

“T want to correct an impression which is alto- 
gether wrong—that the temperature is always below 
freezing in the Arctic region. As a matter of fact, 
during the summer time the temperature ranges from 
the freezing point to 60 degrees Fahrenheit, and this 
temperature is ideal for aeroplane travel. 

“Practically nothing is known of the country which 
surrounds the North Pole and which comprises three 
million square miles of land, most of which is useful 
in one form or other. For three months of the year 
the American side of the Arctic circle is practically 
free from snow and as the day is double at that time, 
there is plenty of opportunity for grass and vegetables 
to grow and ripen. Of land animals there are a great 
many varieties, ranging from the small hares and 
rabbits to the reindeers and great musk oxen, all of 
which will furnish food and raiment for millions of 
In mineral wealth the country is immensely 
gold, silver, mica, 


people. 
rich. There is 
graphite, as has been demonstrated by the explorers 
who by the way have not searched for these, but 


coal, copper, 


only found them by accident. 

“The sea yields all sorts of food, oils, furs and 
other articles from its whales, seals, walruses, etc. It 
is altogether a mistaken idea that the Arctic Sea is a 
waste. It is rich in the small animal life upon which 
the large water animals live. 

“With regard to the people that live in the Arctic 
regions all explorers will admit that the Eskimos 
must be given credit for having a wide intelligence, 
and in a sense they are highly educated even if they do 
not know foreign languages or even how to read and 
write in their own. In its true sense it must be re- 
membered that education is that which enables you to 
adapt yourself to your environment and if you look 
upon the Eskimos in that light, you will have to admic 
that they are well educated, for they live quite as com- 
fortably under their circumstances as we do here in 
Chicago and enjoy themselves fully as much. 

“The men do all the hard work and then let the 
women do what they do not want to do. The man 
hunts game for two days and sleeps for a week, and 
in the meantime the women of the family skin the 
animals, scrape the fat off the inside, stretch and dry 
the fur, cut up and salt the meat, extract the oil and 
look after their regular family duties in addition. 

“The boys are victims of the doctrine of the sur- 
vival of the fittest. If the boy baby is weak or mis- 
shapen in any way, he is allowed to die and usually 
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nature is helped in the process. Only the physically 
perfect are permitted to grow up. When the boy is 
big enough to handle the bow and arrow or a trap, his 
father presents him with one of these and he learns 
how to catch and kill birds and small animals. His 
education in this respect ends when he has killed a 
big bear, and not until then does it do him any good 
to figure on getting married. 

“The courtship period is a regular season of the 
year and usually begins about three weeks after the 
long night. The girl must be stolen from her family, 
but usually everyone concerned knows fairly well what 
is going on, so you will see that courting in the Arctic 
circle in its essentials is not so very different from 
courting among what we call civilized people. 

“There are no divorce laws. In fact, there are no 
laws among the Eskimos, but the percentage of di- 
vorces or wife abandonment or husband abandon- 
ment is far less among them than in this country. 

“The Eskimo believes in a Supreme Being—two in 
fact: The Land God and the Sea God and he plays 
both against the middle. He believes in a future 
world and Heaven with him is a very hot place. 

“IT have said very little about the North Pole. As 
a matter of fact, there is no pole. It is an imaginary 
place in the middle of the sea, and I want to 
emphasize this point, that only one man has dis- 
puted my right of discovery of the North Pole, while 
sixty-nine Arctic explorers of recognized standing 
have given proof of their faith in my claim, nor is 
there a single truly scientific account which denies my 
discovery of the North Pole. 

“For five years this controversy has been before the 
Congress of the United States and through the influ- 
ence of someone it has not been possible for me to 
secure a hearing by men who are competent to judge 
on this matter, which is all I want.” 

On behalf of the members of the Hardware Club, 
President A. Vere Martin expressed appreciation of 
the very interesting address which Dr. Cook had 
favored them with, and many of the members stated 
that it was one of the most interesting occasions in 
the history of the Weekly Luncheons of the Club. 

Wallace G. Clark to Tell of Drainage Canal. 

On Tuesday, September 12th, promptly at 12 
o'clock, Wallace G. Clark, a member of the Board of 
the Sanitary District, will speak on the great Drain- 
age Canal and what it has done toward better sani- 
tary conditions in Chicago and the surrounding ter- 
ritory. 

Commencing September 15th, the club rooms will 
be opened in the evening. Dinner will be served to 
members and their guests from 5:30 to 7 o'clock. 

The Annual Election at which five members of the 
Board of Governors are to be chosen will be held the 
first week of October. The following are those whose 
terms expire: 

President A. Vere Martin; Treasurer C. G. Barth; 
Lewis A. Clark; Henry Stuckart and W. J. Stebbins. 

The Nominating Committee will appreciate sugges- 
tions from the members as to the names of men to be 
placed on the official ballot as they wish to choose 
the very best men for the ticket in order to insure the 
continued progress of the Hardware Club. 


STEAMER AUTOMOBILE SERVICE AFFORDS 
DELIGHTFUL TOURS IN DIFFERENT 
STATES. 





Because the weather is splendid for being out in 
the open and because Nature then appears in all her 
glory, September is no doubt an ideal month for an 
automobile trip. Motorists, who are ever seeking to 
visit new places and widen their scope of travel, will 
more than likely cast about for novel trips during 
this month, and those who reside in the city of Cleve- 
land or in the vicinity are offered the opportunity of 
touring the delightful country adjacent to. Buffalo in 
western New York and southern Ontario. This is 
made possible by the auto service of the Cleveland and 
Buffalo Transit Company, whose steamers ply daily 
between the cities of Cleveland and Buffalo. The 
company has a five dollar automobile rate for carrying 
automobiles under 128 inches wheelbase from Cleve- 
land to Buffalo and back for a two days’ motor trip. 

sy this service, the motorist can leave Cleveland any 

evening at 9:00 o'clock arrive in Buffalo at 7:30 the 
next morning, spend two days in touring to Niagara 
Falls, East Aurora, Toronto and other attractive 
points, and return from Buffalo the evening of the 
second day at 9:00 o'clock, reaching Cleveland at 7:30 
in the morning, and thus, it is said, making a splendid 
outing trip at a small cost. Further particulars re- 
garding these trips can be secured from the Cleveland 
and Buffalo Transit Company, Cleveland, Ohio. 





-eoo 


FILES TESTED BY EXPERTS. 


Based on his personal experience, every man has 
his-own likes and dislikes with regard to the tools he 
purchases. The dealer in tools realizes 
sooner or later that he is catering to indi- 
viduals and not to classes and that it is up 
to him to meet individual requirements. In 
the matter of files, this personal preference 
is said to be satisfied by the extensive line 
of Delta Files, one of which is shown in the 
accompanying illustration. Every one of 
these, according to the manufacturers, is 
made for a-definite filing purpose—made, 
tested and O. K.'d by experts who are 
honor bound to discard any file that does 
not come up to the standard. Each file 
problem has its own points—depth of the 
teeth, angle on which they are cut, their 
sharpness, their hardness, temper, length, 
width and taper—and each is said to find 
its own solution in the line of Delta Files. 
3ecause particular attention is paid to every 
detail in their manufacture, these files are 
claimed to be used in practically every shop 
where economy and efficiency are prac- 
tised. Dealers desiring further information 
about the quality of Delta Files and of the 
different types manufactured should write 
for full particulars, together with catalog 
and special trade price list, to the Delta File 
Works, 3231 Frankford Avenue, Philadel- 
phia, Pennsylvania, 62 East Lake Street, 
Chicago, or 260 West Street, New York City. 





Delta File. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








These warm, oppresive summer days every one of 
us naturally seeks to get out into the open as much 
as possible. Especially is the thought of being out- 
side very alluring and pleasing to the housewife be- 
catise conditions in the kitchen on a sultry day often 
become intolerable. Hence it was a very happy and 
opportune thought of the writer of the advertisement 
illustrated herewith to urge the housewives to do 
their cooking outside, and his suggestion is quite ef- 
fectively supplemented by the citation of the electric 
culinary utensils which are handy, light and practical, 
and afford them the great convenience of cooking in 
the open air; and by the pertinent injunction to in- 
spect the window displays of the store, which at this 





The Foster-Farrar Company 


Cook On Your Piazza | 


Electric grills, percolators, 
toasters, chafing dishes, etc. 
Handy, clean, light, practi- 
cal. See our window. 

















Store Closed Wed. Afternoons Until Sept. 


. THE FOSTER-FARRAR 00., HARDWARE 
162 Main Street, Opp. Draper Hotel. Open Saturday Evenings. 


time no doubt were tastefully and effectively trimmed 
with an exhibit of electric grills, percolators, toasters, 
chafing dishes, etc. This co-operation between the 
newspaper advertising and the window display is to be 
commended, because, combined, they exert a much 
more telling effect on the purchaser than would the 
two advertisements of the same articles if run at dif- 
ferent times. The Foster-Farrar Company, 162 Main 
Street, Northampton, Massachusetts, inserted this ad- 
vertisement in the Northampton Daily Herald, where 


it occupied a four inch, double ‘column space. 
kK kK *K 











The illustration herewith shows a five inch, double 
column advertisement which was run in the Way- 
cross, Georgia, Journal-Herald, by the Hereford-Mor- 
gan Hardware Company, of that city, to call attention 
to their bargains in fruit jars, jelly glasses, refrig- 
erators, water coolers, and ice cream freezers. The 
timeliness of the advertisement is worthy of com- 
mendation, but the fact that no definite size and price 
quotation is made robs it of much of its effectiveness. 
While the housewife is no doubt interested to learn 
that the store has all sizes of jars and jelly glasses at 
low prices, together with bargains in other items, she 





is likely to feel little inclination to make a purchase, 
unless some definite offer is made and some specific 








Fruit Jars 
AND 


Jelly Glasses 


ALL SIZES 
LOW PRICES 


We Have Some Bargains in Refrigerators, Water 
Coolers and Ice Cream Freezers. 


BUY NOW BEFORE 
IT IS TOO LATE. 


HEREFORD-MORGAN 
HARDWARE COMPANY 


Telephone 162 




















price is quoted. Hence these advertisers will no 
doubt find their advertisements productive of better 
results if they quote prices whenever possible. 

The action of retail hardware stores in advertising 
automobile accessories shows that this department is 
assuming the important position it should occupy in 
every hardware store in the country. Each dealer 
who handles these articles appreciates the fact that 
only by telling the public about them can he hope to 


AUTO ACCESSORIES 
RACINE CASINGS 


AND TUBES GUARANTEED—WE MAKE ADJUSTMENTS HERE. 
Exclusive agents for the Rayfiefd Carburetor. Guaranteed trom 
20 to 50 per cent more miles per gallon. 


a 
Herrick Hardware Co. 
NORTH SIDE SQUARE. 

NSA) PE 
realize any material gains, and for this reason, no 
doubt, the advertisement of automobile accessories 
shown herewith was productive of good results. 
Aside from the motive of running the advertisement, 
the panel border serves to attract attention, but the 
display is a little at fault: The casings and tubes, 
being of equal importance, should have been set in 
This 








the same size type, smaller than the headline. 


advertisement occupied a two inch, double column 
space in the July 16th issue of the Waco, Texas, Daily 
Times-Herald, inserted by the Herrick Hardware 
Company of that city. 
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HEATING AND VENTILATING 


























































VENTILATION AND COOLING OF OFFICES 
MAKES EMPLOYES MORE 
EFFICIENT. 





How to procure temperature in homes and offices 
that shall make for comfort and shall keep human 
vitality up to normal and prevent sickness, a question 
highly worthy of scientific and professional attention, 
was recently told in the Detroit Free Press by J. R. 
McColl, Dean of the Engineering Department of De- 
troit University, formerly Professor of Mechanical 
Engineering at the University of Tennessee, and later 
Professor of Steam Engineering at Purdue Univer- 
sity. He is also Engineer for the Detroit Board of 
Education and is a member of the American Society 
of Heating and Ventilating Eigineers. 

“Considerable progress has already been made in 
the way of artificially cooling buildings during pro- 
tracted heat spells, such as we have been having in 
recent weeks here in Detroit, and in my opinion much 
more is likely to be done along this line in the imme- 
diate future,” said Mr. McColl in discussing the mat- 
ter. 

“The matter of adding to human comfort through 
cooling devices is one of the favorite topics of con- 
versation between Professor John R. Allen, of the 
University of Michigan, and myself,” continued Mr. 
McColl. ‘We both agree that as yet there is nothing 
cheap in this line, except it be the device of blowing 
air, with an electric fan, through a spray of water. 
This is the practice in the air washers for the ventila- 
tion of large buildings, and I understand, though I 
have not seen it, that there is a device along similar 
lines for cooling a single room. By such means it is 
said the temperature of a room may be lowered 10 

: degrees. 

| “Probably the most successful experiment in cool- 
ing an office is that at present being worked in the 
Timken Offices here in Detroit. During all this hot 
spell, by means of forcing the air inside over ice, they 
have been able to maintain a temperature of 73 degrees 
through our hottest days, and so perfect is the venti- 
lation that the humidity in the Timken offices has been 
kept down to 66 degrees, which is low for this time of 
year. 

“IT do not have the exact figures by me, but I would 
say in an off-hand estimate that from $15 to $20 worth 
of ice is used daily for the cooling of the Timken 
offices, but so greatly is the efficiency of the force of 
200 people increased that I am told the expenditure is 
considered a high paying investment. 

“Another device that has been successfully worked, 
where the expense was warranted, is the turning of 
refrigerated brine, such as is used in artificial ice 
plants, directly into the pipes and coils of a steam 
heating system. In this case arrangements have to be 








made underneath the coils to care for the drip that 
falls from the thawing frost. 

“So far as private homes and small offices are con- 
cerned the schemes for cooling are generally too ex- 
pensive, but I think the day is not far distant when 
what might be termed private refrigerating devices 
will be produced for practical installation in homes. 
There are quite a number of these devices now on the 
market, and when they come to be generally installed 
I expect to.see them so applied that rooms may be 
cooled with them. | 

“Other than blowing air through a spray, a device 
I have already mentioned, there is a way in which air 
may be forced with a fan through cracked ice, sus- 
pended in a galvanized iron basket. If the drip can 
be readily taken care of, this means proves quite ef- 
fective. 

“In 1903 Willis L. Moore, then Chief of the 
Weather Bureau, devised a cylindrical ice container, 
disposed in an upright manner, and through it, from 
top to bottom, ran tubes of wire gauze. The air of a 
room, or of an office, would pass in at the top of the 
tubes and fall, because of its lowered temperature, 
through the iced cylinder and come out at the bottom 
for circulation in the room. This is the description of 
the device given in the Scientific American of May 16, 
1903, though I have never seen one of the Moore con- 
trivances. 

“Yes, while cooling devices are not so necessary to 
us as is heat in winter, nevertheless, a highly impor- 
tant consideration is involved. The enervation and 
sickness that have been caused by the recent warm 
weather, if it could be calculated, would be found to 
run into a great many dollars, not to mention human 
comfort and well being.” 





NEW COURSE IN HEATING AND 
VENTILATION. 


Announcement is made that the course of instruc- 
tion in heating and ventilation given by Charles A. 
Fuller in the World Building, New York City, will 
open this year on Monday, October 9th, and continue 
through the winter season. This course will be prac- 
tically the same as that which has been popular for 
the past two or three years. Mr. Fuller also announces 
that on Wednesday evenings, during the winter, there 
will be an advanced course that will deal somewhat 
with power-plant piping and with air-conditioning 
apparatus, and those matters which will be beyond 
the course of instruction which has already been made 
popular. It is probable that this new course, or ad- 
vanced course, will be taken by many who have been 
members of the former classes. 


a~e 


The easy going man usually makes it hard going for 
someone else. 
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ILLINOIS HEATING AND VENTILATING WARM AIR HEATER WITH DOUBLE FEED 


ENGINEERS WILL INSTALL OFFICERS 
OCTOBER 9. 


The Illinois Chapter of the American Society of 
Heating and Ventilating Engineers will hold its first 
meeting after the Summer vacation on Monday eve- 
ning, 6 o'clock, October ninth, at the Morrison Hotel, 
Clark and Madison Streets, Chicago. 

The ballots will be counted and the installation of 
officers will take place after the dinner. 

The following nominations have been made: 

President—Fred Powers and W. A. Pope. 

Vice-president—Dr. E. Vernon Hill and George J. 
Phillips. 

Secretary—A. E. Stacey and R. B. Hayward. 

Treasurer—August Kehm and J. P. Dugger. 

Board of Governors—E. L. Hogan, J. F. Tuttle, G. 
W. Hubbard, W. A. Cameron, E. J. Claffey and C. W. 
Johnson. (Three to be elected.) 

The ballots are to be returned to Secretary W. L. 
Bronaugh, Transportation Building, Chicago, before 
October first. 





>on 


SELF-CLEANING RADIATOR GREAT 
ADVANTAGE IN WARM AIR HEATER. 


Among the requisites of a modern, high-grade warm 
air heater is an extensive, live radiating surface which 
provides pure, 
wholesome air in 
large volumes, and 
according to the 
manufacturers 
such a surface is 
said to be found 
in the self-clean- 
ing radiator of the 
Wise Warm Air Heaters, 
illustrated herewith. This 
radiator is claimed to em- 
brace every advantage of 
design and_ construction 
that can be desired, so that 
for durability, economy of 
fuel and radiating power it is unsurpassed. Made 
entirely of cast iron, and corrugated to secure a large 
radiating surface, every part is described as being 
directly subject to the intense heat generated from 
the firepot, thus insuring prime heating surface on 
every inch of the radiator. The radiator furthermore 
is claimed to be entirely self-cleaning, there being no 
places for the accumulation of soot and ashes. Since 
a clean surface promotes a good draft and a clean 
heating surface insures good radiation, a consequent 
large saving in fuel is said to be realized. Further 
information regarding this radiator and other fea- 
tures of Wise Warm Air Heaters is contained in cat- 
alog, which will be sent upon request by the Wise 
Furnace Company, Akron, Ohio. 









Wise Warm Air Heater. 





The Rolf Heater Manufacturing Company, Colum- 
bus, Ohio, has been incorporated with a capital stock 
of $100,000 by Herman L. Rolf, William E. McCann, 
James C. Reid, Emma L. McCann and Carrie Rolf. 





DOOR. 


Possessing, as it is claimed, a heating surface of the 
best character, from the ashpit up, with no parts sub- 
ject to “general 
debility’ after 
years of continu- 


ous service, 
Keith's Monitor 
Warm Air Heat- 


er, it is said, will 
not prove a disap- 
pointment to the 
customers or to 
the. manufacturers. 
In’ the illustration 
herewith is shown 
an. “X-Ray” view 
of this warm air 
heater, in which 
be noted its 
pro- 





may 


X-Ray View of Keith’s Monitor Warm 
symmetrical 


Air Heater. 


portions, the panel front made in one piece, the double 
feed door opening, the large ash pit door, the water 
attachment, and the grates operated through the draft 
opening in the ashpit door. Keith’s Monitor Warm 
Air Heater furthermore has among its features a base 
ring which is one solid casting; a deep, roomy ashpit ; 
triangular bar pattern grates which can be easily re- 
placed; two-piece firepot to allow for expansion; 
heavy, durable body section of tapering shape, and a 
one-piece cast iron return flue radiator, which, it is 
said, can be turned in any direction. Further in- 
formation regarding construction is contained in in- 
teresting booklets which will be sent upon request, by 
the Keith Furnace Company, Des Moines, Iowa. 


~~ 
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LONG CONNECTING SLIP ON WARM AIR 
HEATER PIPE SAVES TIME FOR THE 
INSTALLER. 





One of the distinctive features of the Handy 
double warm air heater wall pipe is the unusually long 
connecting slip of 1% 
s inches, described as being 
so constructed that it fits 
into the receptacle of the 
adjoining piece with little 
effort on the part of the 
B installer and with a con- 
sequent material saving 
in time. The illustration 
herewith shows two short 
lengths of Handy Warm 
Air Heater Pipe and the 
connection ; 


F 


Two Short Lengths of Handy 5 f : ; 
Pipe. outside pipes, in which a 


method of 
also the ventilating space 
the inside and 





between 


current of air is said to be continually passing from 
the basement to the top of the register head where it 
is discharged into the partition above. This current 
of air acts as a sort of blanket to prevent the warm 
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air from becoming cooled or from overheating the 
building. Every conceivable style of warm air heater 
pipe and fittings is said to be carried in stock and any 
length of stack, it is stated, can be made with the 
different short pieces or with the Handy Adjustable 
Joints. Further information is contained in catalog, 
which will be sent upon request, by F. Meyer and 
Brother Company, Peoria, Illinois. “ 





ADJUSTABLE AND INTERCHANGEABLE 
SIDEWALL WARM AIR REGISTERS. 





sy purchasing a Clover Sidewall Warm Air Regis- 
ter, the dealer is said to be prepared to furnish one dou- 
ble header or two complete 
single sidewall registers, as 
this register is adjustable 
and interchangeable. The 
first illustration herewith 
shows how it is used for 
heating two rooms, in 
which case the adjustable 
feature is said to easily fit 
the varying thickness of 
partitions. To make it into two single registers, the 
double register is slid apart, extra backs, which are 
furnished with each pair, are 
placed in position and two com- 
plete single wall registers, such as 
that shown in the second illustra- 
tion, are obtained. This distinctive 
feature is stated to enable the 
dealer to carry but half the usual 
stock and at the same time be 
equipped to meet all the demands 
for single and double registers. The 
register itself is described as being 
manufactured of pressed steel in a neat reinforced 
design, with the valves or deflectors so constructed as 
to make it impossible for them to stick or cause trou- 
ble in opening or closing. Other advantages attrib- 
uted to the Clover Register are that it fits tightly 
‘against any wall without any projecting corners, and 
has the face openings two inches above the floor level 
so that dirt and dust will not enter when the room is 
being swept. Further details are contained in booklet, 
which will be sent upon request, by the Clo-Mix Com- 
pany, Elkhart, Indiana. 





Clover Register Used for 
Heating Two Rooms. 





Clover Register Used 
for Heating Single 
Room. 
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WANTS TO KNOW WHAT GOOD PURPOSE 
IS SERVED BY DUST PIPES IN 
WARM AIR HEATERS. 





The following letter has been received from Joseph 
Harmon, Duluth, Minnesota, a well known installer 
of warm air heating apparatus: 

To AMERICAN ARTISAN: 

[ would like to ask through the columns of AMER- 
ICAN ARTISAN why the firms who make both warm air 
heaters and hot water boilers put a pipe in front of 
the warm air heater to carry off dust if there is any 
dust to be carried off? When shaking the grates in a 
warm air heater there is the same dust as in a hot 
water boiler but the manufacturers of the latter never 





put a pipe in. Those pipes are a great detriment to the 
warm air heating system and a perfect nuisance, as 
all experienced men know. If a warm air heater dis- 
charges dust through the system then there is some- 
thing wrong with it and the defect should be remedied 
and the heater made perfectly tight. Those pipes are 
a nuisance and not a remedy and should be discarded 
in all warm air heaters. If some of those manufac- 
turers would go and repair their heaters in a few 
years and find the condition those pipes are in, argu- 
ment would be unnecessary. Let us take this defect 
one at a time. I want to hear from some of the other 
experienced heating men who can make a warm air 
heater or put one in. 
Yours truly, 
JosepH Harmon. 
Duluth, Minnesota, August 29, 1916. 





STEEL BASE REGISTER EQUIPPED WITH 
NEW OPERATING DEVICE. 





The incorporation of a new operating device in the 
Stearns’ Steel Base Register, shown in the illustration 





Stearns’ Steel Base Register. 


herewith, is said to make it the “last word” in warm 
air register construction. This operating device, it is 
claimed, is practically perfect in operation and, further- 
more, cannot get out of order so as to annoy and in- 
convenience the houseowner. Stearns’ Steel Base 
Register is handsomely constructed, has a high finish, 
and is furnished in five sizes, from 8 by ro to 11 by 
13 inches, in black or white japan or electroplated 
finishes. Its great advantage is said to lie in the fact 
that it gives the full capacity, both in the face and 
box, for the size pipe intended. The manufacturers 
guarantee it against breakage, and will send further 
information, together with details of their complete 
line of warm air heater pipe and fittings, to those ad- 
dressing the Stearns’ Register Company, 111 East lvort 
Street, Detroit, Michigan. 


= 
> 





Under no circumstances should a room or office be 
heated exclusively by direct radiation from exposed 
steam radiators or pipes. It is one of the most un- 
healthy killing systems in existence.—Lewis W. Leeds, 
Consulting Engineer of Ventilation and Heating for 
United States Treasury Department, in “Proceedings 
of Franklin Institute.” 
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PRACTICAL HELPS FOR THE 
TINSMITH 
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PATTERNS FOR A TAPER OFF CENTER. 





BY O. W. KOTHE. 
In pipe systems where heavy substances are to be 
carried through trunk lines, all reducing tapers have 
to be straight on the bot- 
tom, otherwise the little 
pocket formed in the angle 0 
of the usual taper will soon 
build up and cause obstruc- 
tions and retard the mate- 
rial. That is why such re- 
ducing tapers must be 
straight on the bottom and 
must be laid out by tri- 
angulation. 
In actual practice only 








Elevation 





ter, cross arcs as in point 3. Repeat and pick line 
o-4 from diagram and using point 3 in pattern as 
center, cross arcs as in point 4. Then with your 
dividers, strike arc 6 and 5 in pattern and pick lines 
o-5 and o-6 from diagram and cross those arcs. Con- 














a half plan is necessary as 
each half circle represents 





\ 
42, 10 
Diagram we —— 





the size of connecting pipe. 
The elevation is not re- 
quired because the vertical 
line 14-0 is made _ the 
height of elevation. When 
you have your half plan 
drawn and each half circle 
divided into the same num- 
ber of equal spaces, then 
number your points or 
draw lines from one point 
to the other, thus forming 
triangles and leading from 
one point to the other, as 
from 1 to 2, 2 to 3, 3 to 4, 
4 to 5, etc. To find the 
true length of these lines, 
draw the diagram of tri- 
angles and pick your plan 
lines with dividers, setting 
the full lines to the right 
of vertical line and the 
dotted lines to the left in 
diagram. Then draw lines 
to the height O and you 
have the true lengths for 
the pattern. 

In developing this kind 
of fitting, it is best to have two separate dividers, set- 
ting one to equal the small spaces in half plan as 2-4 
and setting the other to equal the large spaces as 1-3, 
etc., with which the stretchout is marked off in pat- 
tern step by step. So draw a line equal to 0-2 of 
diagram as 1-2 in pattern; then with the first divid- 
ers from point 2, strike arc 4, and with the second 
dividers from point 1, strike arc 3. Next pick dotted 
line 0-3 from diagram, and using 2 in pattern as cen- 





Triang les 


~ 





; Pattern. 


Development of Patterns for Taper Off Center. 


tinue in this way until points 13 and 14 are estab- 
lished. Then trace a line through all points where 
arcs cross, and you have the pattern finished. At- 
tention should be paid so there are no hills or hollows, 
All laps 


for riveting or seaming must be allowed extra. 


but a gradual curve on both ends of pattern. 





2 
-oo 


A business will never be bigger or better than the 
man who stands at its helm.—E. St. Elmo Lewis 
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SUGGESTIONS FOR SHEET METAL COURSES 
IN PUBLIC SCHOOLS. 


In answer to an inquiry made by Paul H. McNally, 
Springfield, Ohio, to Otto E. Cluss, Chairman of the 
Apprenticeship Committee of the National Associa- 
tion of Sheet Metal Contractors, the latter prepared 
the following reply which he has requested AMERICAN 
ARTISAN to publish in order that the information con- 
tained therein may be supplied to the large number of 
sheet metal contractors who are desirous of improv- 
ing facilities for the technical training of boys and 
young men who wish to engage in sheet metal work: 
To Paut H. McNALLy, 

Springfield, Ohio. 

I have delayed replying to your favor of August 
21st in which you refer to the report of the Appren- 
ticeship Committee of the National Association, as | 
desired to include certain data which were not at 
hand earlier. The National Association has now dis- 
tributed the Proceedings of the Peoria Convention, 
which, in addition to the Committee report, also con- 
tains the lectures delivered by Professors Glynn and 
Payne, which are equally as important as the report. 
I have written to the National Secretary, Edwin L. 
Seabrook, 261 South Fourth Street, Philadelphia, to 
forward a copy to you. 

I am enclosing a pamphlet prepared by the Ap- 
prenticeship Committee. This contains a list of sub- 
jects relating to the sheet metal trade, within the com- 
prehension of apprentices having a grammar school 
education. It is not the intention of the Committee to 
prepare lessons or textbooks for instruction; this must 
be left to the schools and instructors, to fit the needs 
of the student. 

The instructors should preferably be practical sheet 
metal mechanics with a theoretical knowledge of the 
above subjects. The instructors and school authori- 
ties should have the advice and co-operation of the 
local employers to obtain the best results. You, being 
a graduate of the training school oe employer, 
will appreciate the wisdom of such co-operation. Your 
experience and advice would be of inestimable value 
in developing a successful sheet metal class for ap- 
prentices. 

Replying to your questions: 

Question 1.—Most high schools teach manual train- 
ing, with a view of preparing the student for a uni- 
versity course. If this is the practice in your city, I 
would suggest you do not interfere with it, but try 
to persuade the school authorities to add an exclusive 
Trade Course for Sheet Metal Work, with the object 
in view that the student or apprentice after he gradu- 
ates shall be competent to secure and hold a position 
as a sheet metal worker, the student to devote his 
entire time to practical and theoretical sheet metal 
work, or the apprentice in your shop, where he re- 
ceives the practician instruction, to attend the school 
at stated periods, to receive the theoretical instruction. 

Question 2—Bradley Polytechnic Institute, Peoria, 
Illinois; Pratt Institute, Brooklyn, New York. 
These Institutes train instructors for the various 
trades. You may find in your own city some fore- 
man or employer competent to teach the theoretical as 









well as the practical side of the trade. My advice 
would be to lay the greater stress on the practical 
qualifications. 

Question 3.—Partly answered by the pamphlet. 
The Apprentice should continue his trade school edu- 
cation during his entire apprenticeship, or until he 
graduates. 

Question 4.—Textbooks are published by AMERICAN 
ARTISAN, International Correspondence Schools and 
others. The Committee cannot show partiality by 
recommending any specific textbook. 


The instructor must select the lessons to fit the in- 
telligence of the apprentice; as they will not advance 
alike it must be left to the judgment of the instructor 
where class lessons should end and individual instruc- 
tion begin, so as not to retard the one or unduly crowd 
the slower apprentice. 

As it is the aim of the National Association of 
Sheet Metal Contractors to induce the employers to 
interest themselves in Trade School Education of 
their apprentice, as you are doing in Springfield, I am 
sending copies of this letter to the Trade Journals, 
and our own Journal, with the request to publish it 
for the benefit of employers who may be situated as 
you are. 

Any further information you may request will be 
cheerfully given. Trusting you will be successful in 
establishing a Sheet Metal Class in your public 
schools. I would be pleased to receive a report of 
your progress during or at the end of your school 
term. 

Orto E. Ctiuss, 
Chairman Apprenticeship Committee of the National 
Association of Sheet Metal Contractors. 
St. Louis, Missouri, September 2, 1916. 
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COIL FIREPOT FOR SHEET METAL WORKERS. 





Extra strong construction, coupled with high 
efficiency, is said to make the Coil Firepot for sheet 
metal workers shown in the ac- 
companying illustration greatly 


ing mechanics. This firepot, one 
of the extensive Clayton and 
Lambert line of firepots and 
torches, has a heavy gauge seam- 
less drawn steel tank, re- 
inforced, with all fittings and the 
bottom welded in, thus, it is 
claimed, making it exceptionally 
strong and durable. According 
to the manufacturers, the burners and coils are 
made of extra heavy steel and the firepot pro- 
duces a steady blue flame in cold or windy weather. 
The remainder of the equipment includes an 
extra large funnel and filler, heavy uprights, large 
valve, heavy malleable top jlate, one piece steel 
shield, and an automatic brass pump which is said to 
easily and quickly supply the required air pressure. 
Jobbers supply this line of firepots and torches. an¢ 
catalog describing and pricing each type will be sent 
upon request, by the Clayton and Lambert Manu fac- 
turing Company, Detroit, Michigan. 





Clayton and Lambert 
Number 21 Coil 
Firepot. 


desired by careful, discriminat-- 
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COMMENDABLE SPECIMEN OF ADVERTISING 
BY SHEET METAL CONTRACTOR. 


By announcing to the public in a circular or a 
newspaper advertisement that he does excellent sheet 
— metal and warm 
Tin Repairing, Vat and 

Tank Building, Fur- 

nace Work, Tin 
Roofing. 

Black and Galvanized Sheet Iron, 
Copper, Stove Pipe, Stove Pipe 
Ells, Galvanized Ells. 

Ridge Roil 5c per foot. 








air heater work at 
reasonable prices, 
the sheet metal 
contractor is na- 
turally assured of 
an increased 
number of inquir- 
ies and a conse- 


Eave Trough and Conductor 

Pipe put up 9c per foot. This me : 

troughing is heavier than is gener- quent gain = 

ally used. business. This 
Tin Shingles 5x7, painted both i ius 

sides, 75¢e per hundred. fact is indisput- 
Valley Tin 14 inches’ wide, 

painted beth sides, 5c ft. able—no_ matter 
Roof Cement, for’ repairing 

ake pedte ibe te : how the value of 
Sprink ters, Garbage Cans, advertising mav 

Cream Pails, y ‘ ‘ 
Chicken Drinking Fountains. be depreciated, 
Ajax and Empire Pipeless Fur- : 

naces. the truism always 
I Will Give You Lower Prices remains wunques- 

Than You Will Find Elsewhere. : : 

tioned that in due 
Cc. B. DAI LEY time it brings 


CORNER MAIN AND WORK 
STREETS. 
Faleoner, N. Y. 


more than ample 
compensation for 
the expenditure 
involved. But the 
point that deserves emphasis in this connection is that 
it is possible for the contractor to do more than make 
a mere announcement—in other words, he can make 
a more telling and a more resultful impression 
through the medium of the simple expedient of quot- 
ing prices wherever: practicable, and thus making of 
his announcement a genuine advertisement that will 
attract and draw the customer rather than simply in- 
terest him. All of us are aware of the fact, although 
we may not have given it sufficient consideration, 
that we are as a rule rather diffident about investi- 
gating any proposition unless we have a definite offer 
or a specific price quoted to us. The citation of the 
price removes any element of doubt that may be 
resting in our minds and enables us to arrive at a 
quick decision. Because a full appreciation is shown 
of this condition in the four inch, single column ad- 
vertisement reproduced herewith from the Jamestown, 
New York, Morning Post, the advertiser no doubt 
received highly-gratifying results and the advertise- 
ment may well be termed a commendable piece of 
work. By quoting prices on the various items, such 
as ridge roll, eaves trough and conductor pipe, tin 
shingles, etc., Mr. C. B. Dailey, Corner Main and 
Work Streets, Falconer, New York, provided an in- 
centive for investigation and subsequent ordering that 
netted him far better returns than an ordinary an- 
nouncement could have done. On the other hand, 
however, the statement in the last paragraph of the 
advertisement might well be improved by changing it 
to read something like this: 

“Considering the class of work I do and the grade 
of material I use, you will find my prices the lowest.” 











Newspaper Advegtisement of Sheet 
Metal Contractor. 


27. ee 


A woman is never too good to be true. 
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SHEET METAL CANOE ATTACHMENT SERVES 
AS BOUYANT AND LOCKER COMBINED. 


A recent invention that no doubt will find extensive 
application is a sheet metal canoe attachment which 
serves as a buoyant to make 
the canoe non-sinkable and 


@ 


Rear Elevation of Improved 
Closure Used in Attachment. 





as a locker in which to carry 
food, drink, ammunition, re- {fF 
volvers, clothes, cameras and perspective View of Buoyant 
other articles. As can be sienna 
seen in the illustration to the right, the air tight com- 
partment is formed to fit into either the bow or stern 
of the canoe, and has a closure which can be removed 
by unscrewing the handle. According to the pat- 
entees, an attachment in each end of the canoe will 
balance it in case it upsets, and will sustain the weight 
of the canoe full of water with several persons cling- 
ing to the sides. The illustration at the left shows a 
rear elevation of the improved door or closure which 
is stated to screw in firmly so as to make an air-tight 
joint. This attachment, by the way, is the invention of 
Robin A. Frayser, whose commendably-arranged win- 
dow displays have often been illustrated and com- 
mented upon in AMERICAN ARTISAN AND HARDWARE 
Recorp. Further details regarding construction and 
prices can be obtained from Frayser and Schultz, 304 
North Rowland Street, Richmond, Virginia. 





SIX NEW MILLS FOR PITTSBURGH SHEET 
AND TIN PLATE COMPANY. 


The tin plate mill of the Pittsburgh Sheet & Tin 
Plate Company, Pittsburgh, at Marietta, Ohio, was 
put into operation August 15th. Owners of the 
plant, formerly controlled by eastern capitalists, plan 
to install six additional mills, which will give the 
Company a total of 10 mills for rolling tin plate and 
tin mill sizes of black sheets. Larkin C. Taylor, Pres- 
ident of the Baird Machinery Company, Pittsburgh, 
is head of the Pittsburgh Sheet & Tin Plate Company ; 
E. Cooper Shapley of the Commonwealth Trust Com- 
pany, Philadelphia, is Vice-president; M. J. Richards, 
formerly superintendent of the Standard Tin Plate 
Company, Cannonsburg, Pennsylvania, is General 
Manager and W. E. Gnann is Manager of Sales. It is 
stated that approximately $500,000 will be spent for 
extensions and improvements. 





PRACTICAL INSTRUCTION IN PLUMBING. 


The Coyne National Trade Schools, Chicago, an- 
nounce day and evening courses of practical instruc- 
tion in plumbing under experts in their large, fully- 
equipped shops. These courses deal entirely with the 
practical side of plumbing, no books being used and 
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and the scope of work includes latest methods of lead 
work; fixtures; steam, hot water and gas fitting; soil 
pipes; pressure work, etc., also plan reading, draw- 
ing, estimating and contracting to enable the pupil 
to handle big jobs. The length of the course is three 
months, at the conclusion of which the Free Employ- 
ment Bureau of the school is said to secure good posi- 
tions for the graduates. School continues throughout 
the year, rates are reasonable, and, according to those 
in charge, anybody can learn the work as no special 
education or experience is required for commencing 
the course. Free Trade Manual giving further par- 
ticulars and showing how students earn while they 
learn, can be obtained by addressing the Coyne Na- 
tional Trade Schools, 33 East Illinois Street, Chicago. 
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SHEET METAL SHOP SUPPLIES SHIPPED ON 
SHORT NOTICE. 








Every dealer realizes what an asset quick deliveries 
are because they enable him to secure a great amount 
of business that otherwise would be lost on account 
of holes in his stock. To the sheet metal contractor 
prompt deliveries mean that he can procure new 
machines, tools, sheet metal, etc., whenever a rush 
order is received. Such service is said to be afforded 
by Tanner and Company, Indianapolis, Indiana, whose 
large stock is said to include everything that a sheet 
metal worker needs, from a tinned rivet to a cornice 
brake, and comprising such items as tin and terne 
plates, Toncan galvanized sheets, black and galva- 
nized steel sheets; sheet copper, zinc and brass; sheet 
metal workers’ tools and machines; Tuttle and 
Bailey, Hart and Cooley and other makes of warm 
air registers, as well as pipes and fittings. The com- 
prehensive stock, coupled with excellent shipping 
facilities, is claimed to enable the Company to ship a 
majority of their orders on the day they are received. 
Further details and price list can be obtained by writ- 
ing to Tanner and Company, Indianapolis, Indiana. 
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MANGANESE ADDED IN RIGHT PROPORTION 
MAKES STEEL TOUGH AND DUCTILE. 








The behavior of manganese when added to steel is 
peculiar, according to the percentage used. Below 1 
percent its only action seems to be the removal of 
gaseous or combined oxygen as it has a greater affinity 
for oxygen than has iron. It also has a high affinity 
for sulphur. In proportions from 1 to 7 percent man- 
ganese increases hardness and brittleness under shock 
in a degree to make the combination of no use and in 
quantities of from 7 to 15 percent, manganese steel is 
produced, the usual proportion being 11 to 14 percent. 
This combination is capable of tempering and becomes 
tough and ductile while retaining its hardness. A 
tensile strength of 100,000 pounds to the square inch 
is attained with an elongation of as high as 30 per- 
cent, nearly uniform throughout the piece. 


.-@-o 





Keeping stock tidied up is important, too. Tag ends 
of merchandise seldom look well. There is always a 
few minutes’ time in the intervals between customers 
to do this important work and it pays. 


no classes held. Tools are said to be furnished free,- 





AMERICAN FOUNDRYMEN’S ASSOCIATION 
WILL CONVENE AT CLEVELAND 
SEPTEMBER 11 TO 16. 


The Twenty-first Annual Convention of the Amer- 
ican Foundrymen’s Association and the American In- 
stitute of Metals will be held at Cleveland September 
11 to 16. 

A. O. Backert, Cleveland, is Secretary of both or- 
ganizations. 








NOTES AND QUERIES. 


; Woman’s Friend Washing Machine. 
From Biddle Purchasing Company, 208 South LaSalle Street, 


Chicago. 
Please tell us who makes the “Woman’s Friend” 


washing machine. 
Ans.—Fosston Manufacturing Company, St. Paul, 
Minnesota. 





4 _ Waterbury School Heater. 
From a reader in Chicago, Illinois. 

Kindly advise who makes the “Waterbury” school 
heater. 

Ans.—The Waterman-Waterbury Company, Min- 
neapolis, Minnesota. 

Mixing Fire Clay. ; 
From John V. Levan, 2916 North Avers Avenue, Chicago, 
Illinois. 
Will you please tell me how to mix a good fire clay? 


Ans.—This clay should be mixed thick and put on 
the inside of the firepot. Then a slow wood fire should 
be built and the clay allowed to dry and bake. 


ITEMS. 








The Central Metallic Door Company, Chicago, IIli- 
nois, has increased its capital stock from $22,500 to 
$35,000. 

The East St. Louis Cornice Works, East St. Louis, 
Illinois, has been incorporated with a capital stock of 
$2,500 by Clementine Symonds and Robert M. Sabo. 

The Burnside Steel Company, Chicago, Illinois, has 
been incorporated with a capital stock of $100,000 by 
H. F. Wardwell, George L. Pollock and J. R. Pol- 
lock. 

The Aurora Metal Cabinet Company, Aurora, Illi- 
nois, will occupy a machine shop, 50x150 feet, which 
will be built by the Aurora Commercial Club at a 
cost of $15,000. 

The directors of the Mansfield Sheet and Tin Plate 
Company, Mansfield, Ohio, are making arrangements 
for extensive enlargements to the plant for which 20 
acres of additional land have been secured. 

According to the Chicago Tribune of September 
2nd, Edward W. Sandman, a sheet metal worker in 
Melrose Park, Illinois, has filed a petition in bank- 
ruptcy with liabilities of $554.32 and no assets. 

McCarthy Smith and Company, 20 East Elizabeth 
Street, Detroit, Michigan, have purchased the sheet 
metal, heating and plumbing business of Dunsmore 
and Company, owing to the recent death of Joseph 
Dunsmore. 

W. E. Schaeffer, formerly manager of the Duluth 
Corrugating and Roofing Company, Duluth, Minne- 
sota, has resigned to become general superintendent 
of the Racine Manufacturing Company, Racine, \\is- 
consin. 
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1,195,961. Sash-Fastener. Henry F. Bender, Gunnison, 
Colo. Filed July 13, 1915. 

1,195,993. Sheet-Metal Pole. 
Filed March 21, 1912. 

1,196,035. Pistol. Ross Semple, Washington, Pa., as- 
signor of one-half to Florence L. Steward, Washington, Pa. 
Filed Oct. 3, 1914. 

1,196,060. Jar-Opener. 
assignor of one-half to Edwin R. Butler, Chicago, III. 
Jan. 7, 1915. 

1,196,086. 
ington, D. C. 

1,196,122. 
Daniel Luckwaldt, Chicago, III. 

1,196,145. Stove or Furnace. 
bourne, Ky. Filed June 2, 1913. 

1,196,161. Tool-Holder. Gustaf Selander, Chicago, IIl, 
assignor of one-half to Albert L. Radlein, Chicago, Ill. Filed 
June 10, 1915. 

1,196,171. Combined Striker and Bumper for Doors. 
John Frank Streberger, Detroit, Mich., assignor to Joseph N. 
Smith & Company, Detroit, Mich. Filed April 2, 1915. 

1,196,173. Sash-Center. Clinton D. Tabor, New Dorp, 
N. Y. Filed Dec. 9, 1914. 

1,196,214. Builder’s Hardware. 
more, Md. Filed April 10, 1916. 

1,196,232. Device for Opening and Closing Fruit-Jars. 
ee R. Gurnett, Toronto, Ontario, Canada. Filed April 
oi, 1915. 

1,196,244. Hinge Structure for Screen-Sections. Yokichi 
Kinoshita, Boston, Mass. Filed May 12, 1916. 

1,196,252. Chisel and Punch Holder. Ole S. Le Grand, 
Rollag, Minn. Filed May 19, 1914. 

1,196,271. Sash-Balance. Theodore L. Patrick, Pawpaw, 
Ill. Filed March 11, 1915. 


Julius C. Knoll, Erie, Pa. 


Edwin W. Wilson, Chicago, III., 
Filed 
Tea and Coffee Pot. Irwin W. Cox, Wash- 
Filed Feb. 19, 1913; renewed March 9, 1916. 
Operating Mechanism for Washing Machines. 
Filed March 11, 1916. 
Julius E. Pinguely, Mel- 


Jacob S. Detrick, Balti- 


1,196,278. Pruning-Shears. Alfred W. Poole, Covina, 
Cal. Filed Jan. 8, 1916. 

1,196,305. Laundry Appliance. John Sheridan, New 
York, N. Y. Filed Oct. 11, 1915. 


_ 1,196,353. Fly-Catcher. Wilfred B. Goddard, Detroit, 
Mich. Filed Nov. 4, 1915. 
1,196,356. 
uis, Mo. 


Sash - Fastener. Frederick Hachmann, St. 


Filed March 13, 1915. 

















1,196,385. 
boken, Pa. 


Odorless Garbage-Can. 
Filed Sept. 16, 1915. 


Harry P. Mutch, Ho- 


1,196,399. Skate-Sharpener. George E. Ryan, Clinton, 
Mass. Filed March 24, 1915. 
1,196,400. Window- Holder. Karl Scherff, Madison, 


Minn., assignor of one-half to Eli Hoihjelle, Madison, Minn. 
Filed Jan. 8, 1916. 


1,196,428. Hinge. Henry G. Briel, Ottawa, Ill. Filed 
March 23, 1916. 

1,196,492. Detachable Handle or Bail for Containers and 
Vessels. George Washington Sykes, Vancouver, Wash. Filed 
May 24, 1915. 

1,196,519. Carpenter’s Square. Calvin Caylor, Northfield, 
N. J. Filed July 1, 1913. F 

1,196,560. Vise. John R. Long, Orrville, Ohio. Filed 
Jan. 31, 1916. 

1,196,564. Adapting Device for Carpenters’ Levels. David 
H. McClelland, Chicago, Ill. Filed Feb. 3, 1914. 

1,196,570. Strainer. Will Marsha, Decatur, IIl., assignor 
of one-half to Jeremiah Black, Decatur, Il]. Filed March 6, 
1916. 

1,196,576. Safety-Razor. Joseph Molkenthin, Jr., New- 
ark, N. J. Filed June 2, 1913. 

1,196,580. Hinge. Gustave Pelot, Alton, Ill. Filed March 
11, 1916. 

1,196,585. Metal Clothes-Pin. Herman A. Repschlaeger, 
3ancroft, Neb. Filed Oct. 20, 1915. 

1,196,589. Lantern. Patrick J. Rooney, Broughton, Pa. 
Filed Nov. 22, 1913. 

1,196,602. Handle-Guard. Omar H. Smith, Cleveland, 
Ohio. Filed’ May 24, 1915. 


1,196,620. Soldering-Iron. Ollie A. Walker, Cleveland, 
Ohio. Filed April 15, 1916. 

1,196,673. Night-Latch. Warren C. Ferris, Cold Spring, 
N. Y. Filed Jan. 12, 1916. 


1,196,675. Filed 
May 19, 1916. 

1,196,677. Sad-Iron. Charles C. Gridley, Columbus. Ohio. 
Tiled Aug. 24, 1915. 

1,196,737. Spoon - Supporter. 
Monte, Cal. Filed Dec. 26, 1914. 


Lock. David W. Garner, Orme, Tenn. 


Charles Hammond. EI 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








CONSIDERABLE ACTIVITY COUPLED WITH 
STEADY PRICES FEATURE METAL 
MARKET OF THE WEEK. 





The fact that the railroad strike was prevented at 
least temporarily was one of the important factors 
in the metal market during the past week, for many 
buyers had hesitated in placing orders on account of 
fear of possible results of the strike. With this 
trouble removed new business has developed rapidly 
during the past few days. 

This is especially true of pig iron for which there is 
a tremendous inquiry from all sections and for all 
grades, 

There is an improving demand for structural ma- 
terials and’ semi-finished steel continues very strong. 
The fact that the buying of steel for shell plants and 
other munition purposes has practically been com- 
pleted does not seem to have had much effect on the 
demand which as a matter of fact continues very 
heavy in practically all lines. 

With regard to the non-ferrous metals, the general 
opinion is that all of them reflect a strong statistical 
situation. Price fluctuations, such as there were dur- 
ing the week, were confined within comparatively nar- 
row limits. 

STEEL. 

In the Chicago market there has been a heavy de- 
mand for soft steel bars, and some of the mills are 
selling on irrevocable contracts at 2.79 cents Chicago 
without promise of delivery except at convenience of 
the mill which in most instances means second or 
third quarter of 1917. This additional provision is 
also made, that specifications must be made in regu- 
lar monthly installments. As has been the case for 
some time, most of the contracts that have been placed 
for structural material are for railroad and industrial 
purposes, practically no mercantile buildings being 
represented in the market. The nominal price for 
shapes is 2.79 cents for delivery at convenience of the 
mill. There is a heavy demand for steel plates a 
considerable share of which comes from the builders 
of ships and railroad cars. In view of the iarge ton- 
nages already booked, delivery is in most instances 
promised only at convenience of the mill. The quota- 
tion remains at 3.19 cents Chicago. Reports from the 
Pittsburgh district are that plate mills in this section 
are being operated at their greatest possible capacity 
in order to meet the insistent demand. While the 
nominal quotation is 3 cents steel plates for fairly 
prompt delivery are being sold at 3% cents and up. 





COPPER. 
There is practically no copper open for distribu- 
tion in October and November and very little for 


December, and it is feared that very soon there will 
be an actual shortage on all 1916 deliveries as there 
are still many consumers who have not filled their 
November and December requirements. The market 
on Electrolytic copper is quoted as follows: Prompt 
and September, 2734 to 28 cents; October, 271% to 
273% cents; November and December, 2634 to 27 
cents. Lake copper is sold ahead for a couple of 
months and is as follows: Prompt and September, 
27% to 27% cents; October, 27 to 271%4 cents; No- 
vember and December, 26% to 2634 cents. Ordinary 
Casting copper is very scarce and is held at 2434 to 
25 cents for Prompt and September shipment. No 
changes have taken place in the prices for sheet cop- 
per, the base figure remaining at 37% cents. The ex- 
ports of copper as reported by the New York Cus- 
tom House amounted to 32,160 tons for the month of 
August, with a total of 215,165 tons since January 1, 
1916. 


TIN. 

Most of the inquiry in the tin market has been for 
prompt shipment, but few transactions have been 
closed. Sellers report that they continue to be unable 
to secure licenses as quickly as they desire for ex- 
porting tin from England and the Straits of Malacca 
to this country, but shipments are apparently made at 
a rate which insures an adequate supply to consumers 
here. \At any rate, there does not seem to be any 
great anxiety on the part of buyers. The market 
may be quoted approximately as follows: Spot and 
September, 387% cents; October, November and De- 
cember, 3844 cents. Chicago warehouse prices have 
been advanced 4 cent per pound, the new quotations 
being 43% cents for pig tin and 44% cents for bar tin. 





LEAD. 

The fact that the lead market is sold farther ahead 
than ever before has naturally caused a strong tone, 
even though a poor demand during the beginning of 
the week resulted in somewhat lower prices in the out- 
side market owing to the activity of the second hands. 
The leading interest continues to quote lead at 61% 
cents New York and 6.42% cents East St. Louis while 
the outside market is quotable at 6.65 cents New York 
and 6.50 cents East St. Louis. The Chicago ware- 
houses have reduced their quotations 10 cents, the 
new prices being $7.20 for American Pig and $7.70 
for Bar per hundred pounds. 





SOLDER. 

Chicago warehouse prices on solder remain the 
same as quoted by American ARTISAN September 
2nd, as follows: XXX Guaranteed, % « %, 25% 
cents; Commercial, % & %, 23% cents; Number I 
Plumbers’, 21% cents. 
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SHEETS. 

With the quarterly settlement of sheet bar prices 
only about ten days away manufacturers of steel 
sheets believe that there will be another advance in 
the price of their raw material and that a correspond- 
ing advance will be necessary in their prices on steel 
sheets as they claim that the steel price now is very 
near the cost line. There has been somewhat of a 
falling off in the demand for light gauge black and 
galvanized sheets but a very consistent and strong 
demand for blue annealed sheets. Chicago mill 
prices for nearby delivery are as follows: 28 gauge 
to 3.44 cents; 28 gauge galvanized sheets, 4.44 to 
4.69 cents. In the Pittsburgh market some mills are 
asking as high as 3.10 cents for 28 gauge open hearth 
black stock while galvanized sheets continue to re- 
flect considerable irregularity with sales as low as 
4.15 cents for 28 gauge.. No change has taken place 
in the Chicago warehouse prices during the week, 28 
gauge one pass cold rolled black sheets being quoted 
at 3.35 cents; 28 gauge galvanized sheets at 4.85 cents 
and 10 gauge blue annealed sheets at 3.25 cents. 


SIX MONTHS LIMIT ON TIN PLATE SALES. 

Every manufacturer in the greater Pittsburgh dis- 
trict declares that he will not seH tin plate for ship- 
ment for more than six months ahead. While con- 
siderable tonnages have already been reserved by 
some of the more important consumers no actual 
prices have been named for next season's delivery 
and books are not expected to be opened for at least 
a month. It is not at all unlikely that the mills will 
be forced to allot tonnages for delivery in 1917. Oc- 
casionally small tonnages are sold to regular cus- 
tomers at prices ranging from 5.50 to 6.25 cents per 
base box. 


OLD METALS. 

The scrap and old metal market in Chicago shows 
an advancing tendency and prices on many lines are 
somewhat higher than a week ago. 

Wholesale dealers report quotations as follows: Old 
steel axles, $26.50 to $27.00; old iron axles, $24.50 
to $25.50; steel springs, $14.50 to $15.00; Number I 
wrought iron, $15.75 to $16.00; Number 1 cast iron, 
$11.75 to $12.00 for net tons. Prices for non-ferrous 
metals are as follows per pound: Light copper, 18% 
cents; light brass, 1014 cents; lead, 514 cents; zinc 
scrap, 6 cents; aluminum, 32% cents. 


SPELTER. 

Ths spelter market is in a fairly satisfactory condi- 
tion so far as future business is concerned as a large 
volume of bookings involving all grades has been made 
during the past few weeks. Most of the producers 
are not anxious to take on much business at the prices 
now prevailing which have been caused by the low 
offers of second hands. Prime Western brands are 
quoted at 834 cents East St. Louis for Prompt, 
September and October, with November: at 81% cents. 
The Chicago warehouses have reduced their quota- 
tions on spelter in slabs % cent per pound, the new 
Price being 91% cents. Sheet zinc remains at $18.00 
in cask lots and $18.50 to $19.00 in less than cask 
lots. 





ome 


PIG IRON. 

There has been much activity in the Chicago pig 
iron market and more inquiries have been received, 
both in number and in volume, during the week than 
for several months. Most of this is for delivery dur- 
ing the first half of 1917, and foundry grades are in 
greatest demand, fully 10,000 tons of these being in- 
quired for. Prices on Northern Number 2 Foundry 
are firm at $19.00 Chicago furnace which is also the 
price of Malleable, the latter having been reduced to 
meet competition from Lake Superior Charcoal iron 
at many points. While the long expected advance in 
the price of pig iron has not yet materialized it is 
quite apparent that the market is stronger than it 
has been at any time for several months. Especially 
is this so in the Pittsburgh district where sellers have 
no difficulty in obtaining $18.50 Valley for Northern 
Number 2 Foundry and Malleable grades. In the 
Birmingham district the buying movement which be- 
gan a little more than two weeks ago has resulted in 
considerable business for the producers of Southern 
pig iron, but the most encouraging feature lies in the 
fact that the bulk of business seems fairly well as- 
sured for sometime ahead as comparatively little iron 
has been sold for next year. Quotations range from 
$14.00 to $15.00 per ton for Southern Number 2. The 
former price, however, is more of a “bidding” figure 
than anything else as a number of sales were made 
during the week on a basis of $15.00 per ton. Gen- 
erally speaking, it can be said that the present in- 
quiries indicate a willingness on the part of buyers 
to consider 1917 business. 

Rogers, Brown and Company’s Market Report, Cin- 
cinnati, Ohio, September 8, 1916: 

While the contemplated strike of railroad operators did 
not cause a marking of time on the part of the pig iron mar- 
ket, there is a feeling of relief that it is out of the way for the 
time being at least. The vacation season drawing to a close 
permits both buyers and sellers to settle down to a contempla- 
tion of actual realities, and we seem to be going into the fall 
and winter months with nothing in sight to indicate other than 
a continuance through those months of the activity which has 
prevailed over the earlier months of the year. All reports are 
to the effect that the melt of foundries, both those engaged in 
jobbing work and those whose output is along special lines, 
is at about the maximum of their capacity. There seems to be 
no change in the situation so far as the makers of steel are 
concerned, and they continue producing about their limit of 
tonnage. With the prospect of increased purchases by rail- 
roads, agricultural implement manufacturers and ship yards, 
the end of the third quarter will doubtless show a further 
increase in unfilled orders in the hands of the steel interests. 

The market in pig iron has broadened and a very consider- 
able tonnage for domestic consumption is being placed, both 
hy foundries and steel makers, for deliveries ranging from 
immediate to ever the first six months of the coming year. 
Taken in connection with the tonnage being booked for export, 
the sales being made are summing up a very considerable total. 
There seems to be no abatement in the demand for export iron, 
in fact, it would appear that the demand from that quarter is 
increasing and that the end is far from in sight. By reason 
of this increased demand both at home and abroad, there is 
a tendency toward stiffening prices especially in the South, 
where some advances have already been made, and it would 
probably not take much more demand than there is at present 
to cause a further revision upward in prices on both Northern 
and Southern irons. : : 

There is no change of note in the coke market, prices 
maintaining recent levels. In certain districts operators are 
having trouble in getting just the equipment wanted in which 
to load their output and in other quarters there is a marked 
scarcity of labor. This situation is not likely to improve dur- 
ing the fall and winter months and may have a tendency to 
increase coke values. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS. 

PIG IRON. 
Northern Fdy., No. 1.......... ar 4 
Northern Fdy., No. 2.......++- 
Northern Fdy., No. 3.......... 7 $0 
Southern Fdy., No. eee 8 50 
Southern Fdy., No. 2........+6+ 8 
Southern Fay. Das 5 suieae 17 75 
ake eS eoeteseeen 20 75 

Fekihosobebers ssp eee 18 25 


FIRST QUALITY BRIGHT 
TIN PLATES. 





No. 1 Pure Ingot 
Sheets 


iy 20 
7 70 


National (White) brands (in 1 ess 
than 100 tb. lots), per Ib........11¢ 


per 100 lbs. $8 50 
per 100lbs. 8 75 


wee: Ib. £0 + 


35% 
ND 655000000000 000000008 
URN Ds 6605 00090000060600088078 
Plumbs.........cscceceess+-35% 
AMMUNITION. 
COKE PLATES. Caps, Percussion—per 1,000. 
Cokes, 180 Ibs....... 20x28 $12 60 F. be Waterproof, 1-108........ 50 
Cokes, 200 Ibs....... 20x28 12 80 SL a rarer 45 
Cokes, 216 lbs....... ee: SO ROL “RR, 5 oss cers 0000odeodeos 75 
Cokes, REED onneas IX 20x28 14 95 Shells, Loaded— 
BLUE ANNEALED SHEETS. Lonted oh Smokeleas Powder 7% 
DOR ccvseweseet ades 15&5% 
penne = per 100 Ibe. °3. 30 Smokeless Bowder, 
_ | ete per 100lbs. 3 35| high grade................. 30% 
are «eee-per 100 lbs. 3 45 
ay 
ONE PASS COLD ROLLED BLACK] Smokeless Lester On 
i ae per 100 tbe. $3 15] Black Powder.............+... 1% 
eS eS per 100 lbs. 3 20}U.M 
SS Se per 100 lbs. 3 25 15&57, 
cs cccgousnse per 100iba. 330] Asrrow...................,000 0% 
No. 28.............per 100 Ibs. 3 35 MARR IE 
GALVANIZED a on 
un Wads—pe1 
_ SS) Pre per 100 lbs. $4 10 
No. 18-20.........- cor seeine. 425) mir 7 6 geese <i 
Sl ee per100lbs. 4 40 1 50 
ao 24 nk’ uaae ome per 40 a 4 55 | Powd Each 
SPP Pere per s. 4 
UR ccs cuca per 100lbs. 4 85 DuPont's Sporting, ye Ps et 
MU Or casspsasouen per 100lbs. 5 25 ae ** 2 85 
DuPont's Canisters, 1b. 46 
FOLISHED SHEET STEEL. aE ee 
_ eee per 100 Ibs.$4 65 : k 2 . 
SSS res per 100lbs. 4 75 5 40 
| re ee per 100lbs. 4 85 3 45 
NO. 28.....ccecee0 per 100 Ibs. 4 95 60 
L. &R. Orange, Extra dparting 
0 25 
SMOOTH SHEET jn ~ L&R. ‘Grange, Extra Sporting 
er Ce Ag pee: 5 40 
Wood’ S Smooth ae 3 901iL.&R. ‘Orange, Extra Sporting 
“SP >} ie (*ORe png e: 2 85 
. 8 No. 25-26.....+ 4 00/L.&R. ¢ REE Extra Sporting 
“4 = Ss | Seaae 4 05 45 
oe » Se oe 415IL.@&R. Orange, Extra Sporting 


PATENT PLANISHED SHEET, 
IRON. 


PATENT PLANISHED SHEET 


STEEL. 
Dickey Planished Sheet Steel...... Bic 
SOLDER. 
XXX Guaranteed 4& 3. -perlb. 254c 
Commercial 4 & 4....... 234c¢ 
No. 1 Plumbers... ..... - 21léc 
SPELTER 
ee ee 9) 
SHEET ZINC 
COE. cc hvekeaccsauace $18 00 


Less than Cask lots. .$18 50 to $19 00 


COPPER. 
Copper sheet, base.....06 sees. .374C 





L.&R. Orange, |< ememeg 
Her 
dru $26 

Pome ie Planished Sheet Iron, $9 Hercules “E. C.” and ‘‘Infallible’’ 
1 1 


Hercules Ua ue Rifle, canisters 
ullseye Revolver, 


Wee ee ee eee teense 


Drop shot, - smaller than 
B . per 
ees shot, ot, Bia and jlaneer ‘sizes, 


b 2 95 
Chilled ota “rei et a = 335 


VILS. 
Trenton, 70 to SR Re--- +08 
Trenton, 81 to 150 Ibs.. 


6 
ae ee ‘*Infallible’’ 


1 25 
1 25 


1 25 
1 50 


$2 70 
2 95 


operip 


AS. 
Board and Paper......... $3 00 Cwt 





eee eee eee 
ee 


eee ee 


Poomey'e- ies $30.00 


det s poor Hole ee 
Vaughan’s, 4 to 9-in.. 


Ford’ nee with or without ~.. Ned 


No. 1050 Handled.. 
Shouldered, assorted 1 to 4, 


Patent asst’d, 1 to 4.. 


Net IS, socket han'id. 


Pieenen" 8 pet oe . 


Plumbs, Miners’ (handl 


Single Bitted (handled). 


Warren Silver Steel 
Warren vw Finished 


Perfect Poauiioe, Forest Clipper 8 $0 


Single Bitted (without handles). 


Warren Silver Steel 
Warren Blue Finished 


Double Bitted (without handles). 
Blood’s Champion, 34 to 44 lb. 


The above prices on axes of 3 to 
are the base prices. 

34 to 44 lbs. advance 25c. 

0/4 toS Ibs. advance 50c. 

44 to 54 lbs. advance 75c. 


BAGS, PAPER NAIL. 


16 20 25 
"420 375 450 5 00 


BALANCES, SPRING. 


eee eee eee ereeeeeeeeeeee 


Pinch or Wedge Point, per cwt.. 





BEATERS. 
Carpet. Per doz, 


No. 13 Tinned Spring Wire...$ 0 90 
No. 11 Spring Wire coppered. 1 30 
m0; 10 PURNOR. . hidecsaee 90 


Egg. Per doz. 
No. 50 Imp. Dover.. ; ‘$ 0 75 
No. 102 “  ‘tinned.. 90 
No. 150 “ ** hotel. 1 50 
No. 10 Heavy hotel tinned.. 2 10 
i. = “ i i 
eS Fea = ls ice? ee 
mo. a6 ** - OD ec. 

BELLOWS. 

MINE 65:5 iss obo bS 4-8 wou 65% 

Hand. 

A Oe per doz. 7 50 
ee ns 9 40 

Moulders’. 

er ee - 12 60 
BELLS. 

Call. 

3-inch Nickeled Rotary Bell, 
Bronzed base...... per doz. $5 00 

Cow. 

SEU ADMIN 6 5o05500 500s veal 60% 
Ae eer ee 65&10% 
Door. Per doz. 


New Departure Automatic... $6 50 
ye ag 


-in. Old Copper Bell....... 4 00 
-in. Old Copper Bell, he 6 00 
-in. Nickeled Steel Bell. 4 50 
34. -in. Nickeled Steel Beil. 5 00 
Hand. 
Hand Bells, polished....... 40&10% 
iE See 40% 
Sg eer 
i Oi gk WS Sui nec ke 6 aa 40&334% 
ge eee 334% 
Miscellaneous. 


Church and School, steel alloy... .50% 






Farm, lbs. . 50 75 100 
OS ‘si 0 240 355 475 
BEVELS, TEE 
aa ~ woh s, rosewood handle, wat” r 

Se rr Sea e 
Stanley’ s iron handle............ Nets 
BINDING, OILCLOTH. 

tise bee POs was ehaeeeseean 70 
on LES ge rt er ee easy 
eres 0 eer rere 75 
BITS. 
Auger. 
Extra Double Spur. . .70&10 
Ford’s Car and achine.. . .40&1 
arr 
| SRO rere 
Russell voor a pan otha s 308: 
Clark’s PCr 65 


Steer’s * Small list, $22 00. .25 
a “ Large “* $26 00..25 








fe SR TTS, () 
Ford’s Ship Auger pattern 
ones teeaep aise seenboa 50% 
ee Oe re ere ee eS 15% 
Countersink. 
E> © 18 Wheeler's. . oe; doz. "240 40 
Asnericen Sage ‘a 1 30 
aa eee “ 1 2 
Mahew’s Flat...... “ 
' nail...... “3 1 40 
Dowell. 
Russell Jennings.......-. 30&10% 
Gimlet. 
Standard Double Cut.......--; 
German Pattern..... per, doz. ae 
NS SPP eee a 
oe EA 
ountersink........- #2 1 
Reamer. 
“ 2 50 
ning’s Square....- a 
genning Square..... : : s 
American Octagon. 
Screw Driver. a ss 
No. 7 Common..... eo a 12s 


No. 1 Triumph.....- 
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